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A Sensational New File 


destined to revolutionize 


File SELLING 


GOOD TOOLS SINCE 1836 


@ Here isa file that will get new business 
for you— 

A file that will change your present price- 
buying accounts to quality buyers—bury- 
ing competition and boosting your dollar 
volume. Why? 


Because this radically improved Heller 
Brothers NUCUT File incorporates the 


first genuine advance in file design offered 
in 50 years. 


Look at the magnified view! See the 


HELLER BROTHERS COMPANY 


NEWARK, N. J., U.S. A. 
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Magnified view \ 
of the 


Wavy Teeth 


NUCUT Files 


are an EXCLUSIVE Heller Brothers Product 


“wavy teeth”—the combination fine and 
coarse cutting surface. That’s what gives 
the NUCUT File its exceptional perform- 
ance. 


This NUCUT File will remove up to twice 
as much metal in the same time as the 
best of competitive files and leaves a 
smoother finish. In actual tests of both 
machine and hand filing this NUCUT File 
removed 25 to 50% more metal and lasted 
30% longer than ordinary files. 


Yet, it sells for the same price as a stand- 


ard file! 


And, only Heller Brothers famous makers 
of quality files for 98 years, can offer the 
NUCUT File because they have perfected 


The White Tang 

and famous Heller 
Brothers trade- 
mark protect you 
and your customers 
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The secret of the amazing performance ot this 
NUCUT File is in the combination of coarse and 
fine teeth by irregular spacing of the overcut. 
Conventional manufacturing cannot produce 
this file. Only the perfection of special meth- 


ods enables Heller Brothers to accomplish this 
result. 


special machinery to produce this doubly 
efficient file. 


Think what this means! NUCUT Files 
present an EXCLUSIVE selling advantage 
that opens wide the doors of accounts now 
closed and, in addition, puts your present 
file business on a higher seule level. 


We have a limited amount of territory 
open to a few high grade distributors, to 


whom we will give exclusive selling rights 
for the area they cover. 


Write today for prices and other infor- 
mation. Samples will be sent prepaid, no 
charge, without any obligation on your 
part. 


FACTORIES: Newark, N. J.; Newcomerstown, Ohio 
BRANCH OFFICES: Chicago, IIl.; Detroit, Mich.; Philadelphia, Pa.; Cleveland, 





Ohio; Milwaukee, Wisc.; San Francisco, Cal.; Anderson, Ind. 








TO JOBBERS: 


All eight of these ma- 
chines were sold at es- 
tablished Resale Prices 
by Los Angeles Job- 
bers. 


128. 4.5.86 47458 


BOULDER DAM has now purchased its 
8th Model-A BEAVER pipe machine ... 
which ought to be recommendation 
enough for anybody. 
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Distributors SALES of THOR 
INCREASE 409% 


@ ANOTHER PROOF why Thor today is the fastest growing portable electric tool offered 
for sale through complete distributor representation. Cooperative selling . . . restricted 
distribution . . . and a definate distributor policy . . . has each month increased the 
electric tool orders for Thor jobbers. If your own sales have not shown the same increase, 
let us tell you about Thor merchandising plans and suggestions that today are finding new 


markets and increasing the profits of all Thor distributors. 


INDEPENDENT PNEUMATIC TOOL CO. 


600 WEST JACKSON BOULEVARD 
NEW YORK CHICAGO SAN FRANCISCO 
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AN OPPORTUNITY for ASSOCIATIONS 


@ COMMENTS received from distributors 
and manufacturers continue to come in 
to this office protesting against the Presi- 
dent’s executive order which permits price 
cuts up to 15%. below filed prices on govern- 
ment business. On page 10 will be found 
the views concerning this order of many 
distributors from all sections of the coun- 
try. Their opposition is overwhelming. 
Manufacturers, too, have expressed their 
indignation in no uncertain terms. 


Neither have private consumers taken 
too lightly the fact that they are discrimi- 
nated against by this deliberate breaking 
down of the price structure. There is a 
loophole in the order, of course, which 
makes it possible for the private consumer 
to demand and, in many instances get the 
lower prices quoted government agencies. 
This, naturally, will result in a demoraliza- 
tion of prices with a resultant breaking 
down of profits. Destroy the profit struc- 
ture and you eliminate any possibility of 
a return to normalcy. 


This move on the part of the administra- 
tion again opens the door to the chiseler, 
a direct about-face from its earlier attitude 
when N.R.A. was getting started. Many 
observers see in this move from Washing- 
ton a trend to place a greater restriction 
on business. It is their opinion that there 
will be less price stabilization, less produc- 
tion control and a letting down of the bar- 
riers in regard to trade practices. 


Open price filing and the control of un- 
fair trade practices have resulted in the 
principal benefits derived by this industry 
from the whole N.R.A. program. With the 
props kicked out from under price filing 
and trade practice control, it is doubtful 
if the cost to this industry of financing the 
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N.R.A. setup will be worth the results to 
be obtained. It’s too bad that Washington 
refuses to issue a straightforward, under- 
standable statement as to just what will 
and what won’t be permitted under the new 
N.R.A. setup which apparently is in the 
making. Keeping business in suspense is 
not good for business, nor for government 
either. 


There is just one ray of hope in the situ- 
ation. This industry should have learned 
during its several months of operation 
under N.R.A. what can be accomplished 
through close cooperation. In metropoli- 
tan New York, for example, distributors 
will tell you that their profits have been 
increased through the operation of their 
local association. Chicago distributors will 
tell you the same. So will Memphis, Mil- 
waukee and other localities where coopera- 
tion really means something. 


Therefore, even though N.R.A. does pass 
out of existence as a useful agency, dis- 
tributors can continue to profit by the 
worthwhile policies adopted during its 
tenure if they will organize along proper 
lines both locally and nationally. 


It was said at the time N.R.A. came into 
being that Associations were entering their 
era of greatest usefulness and opportunity. 
In our opinion, that statement was prema- 
ture. 


The heyday of Associations is just ap- 
proaching. As N.R.A. lets down its bar- 
riers, permitting a return to open price 
competition and little or no restriction on 
trade practices which are recognized as 
destructive, it will afford Associations an 
opportunity to carry on where N.R.A. 
leaves off. 





—— 


for punishing duties. Bethlehem [iM 
Tt ter 





Bolts 


Plant, ready to ship immediately. 


BETHLEHEM STEEL COMPANY 
GENERAL OFFICES: BETHLEHEM, PA. 


District Offices: Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, Dallas, Detroit, 

Houston, Indianapolis, Milwaukee, New York, Philadelphia, Pittsburgh, St. Louis, St. Paul, Washington, Wilkes- 

Barre, York. Pacific Coast Distributor: Pacific Coast Steel Corporation, San Francisco, Seattle, Los Angeles, 
Portland, Honolulu. Export Distributor: Bethlehem Steel Export Corporation, New York. 
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TIMELY COMMENT 


@ BUSINESS during the summer months slowed 
down perceptibly. Part of it was seasonal, 
part due to the drought and part to business dis- 
appointment in Washington news, labor trouble 
and the like. The outlook for the fall is better, 
although business men are likely to be cautious 
until present uncertainties are cleared up. 

For one thing, government has business in a 
constant state of turmoil and must do something 
to reassure it that private enterprise and private 
profits will be protected. There are certain to be 
a number of confidence-building speeches by im- 
portant government officials this fall. Business 
conditions are going to improve in spite of what 
happens in Washington. But Washington can 
help hasten recovery by assuming a more liberal 
attitude toward business. 


@ THE furniture business and the supply busi- 

ness are not very closely related and yet they 
have a great deal in common as Edgar Landstrom, 
vice-president, Landstrom Furniture Corporation, 
points out in his instructive article on page 14 of 
this issue. There’s lots of food for thought for 
salesmen in Mr. Landstrom’s article so do not fail 
to read it. 


@ THE papers have been full of news concerning 

the reorganization of NRA’s personnel and 
policies. This uncertainty concerning the future 
of NRA has retarded progress but it is hoped and 
expected that the situation will soon be straight- 
ened out. In the final analysis, it is probable that 
freer competition will be favored by NRA in the 
future. 


@ THE job of selling group drive to industry 

through a nation-wide advertising and pro- 
motional campaign is scheduled to get started in 
October. This program is backed by the country’s 
leading manufacturers of group drive equipment 


who have banded together in an organization 
known as the Mechanical Power Engineering As- 
sociates. For more than two years, these manu- 
facturers have been digging up facts. Now their 
story is well organized and they are ready to tell 
the world about it. This campaign should be of 
particular interest to’distributors because they 
are vital factors in the sale of group drive trans- 
mission equipment to industry. 


@ IN a recent letter addressed to the editor, 

Frank Collins, president, The Toledo Pipe 
Threading Machine Company, expressed himself 
as follows regarding the executive order concern- 
ing bids on government business: 

“Immediately after the order came to our at- 
tention, we issued a letter of instructions to each 
of our traveling salesmen, requesting them to 
contact all customers in their respective territories 
and explain that Johnson and Roosevelt are not 
running this business nor would the dictum issued 
from either or both of them have any effect on 
our sales policy. 

“We would consider anyone of our distributors 
as cutting prices were he to deviate from our 
established resale price in selling our product or 
any part of it to any governmental agency, 
whether it be Federal, State, City, County, or any 
of the institutions under the jurisdiction of such 
governmental agency. Anyone who buys our 
product to use is a consumer, regardless of the 
quantity bought or the character of the buyer, 
and is therefore entitled only to our resale con- 
sumers’ prices. 

“We took this same position during the war, 
refusing to quote any differential to the govern- 
ment and as nearly as possible forcing the busi- 
ness through our distributors. During that 
period, we were generally behind on orders from 
30 to 90 days and we explained to government 
buyers wherever they existed that they could do 
better to pick up their requirements from our 
distributors who carried the goods in stock than 
to attempt to buy them from us and wait indefi- 
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nitely for shipment, as we refused to give the 
government or anyone else precedence on our 
order book. As a consequence, with perhaps the 
exception of one or two percent, our distributors 
enjoyed all of this business and there was no 
inconsiderable amount, I assure you. We believe 
the same conditions prevail today. 


“The differential we grant the distributor is to 
compensate him for carrying our merchandise in 
stock, carrying accounts when the goods are sold, 
promoting the sale of our product and giving serv- 
ice to the consumer that we could not possibly 
give direct. That compensation is not out of line 
with the service rendered and it is our purpose 
to see that it is maintained on an even level with 
all distributors treated alike. By the same token, 
this policy assures a wide distribution of our 
goods, makes them easily available to the con- 
sumer which is manifestly in his interest. Were 
we to permit price-cutting, our goods would soon 
be in disrepute with the distributor, who, through 
lack of interest, would carry very restricted and 
limited stocks. The consumer would thus suffer 
for two very obvious reasons: 1. Restriction in 
sales on our part means restriction in output, 
bringing about a consequent rise in cost which 
must be reflected in rising prices. 2. It would 
make our goods less easily available to the con- 
sumer and availability is what he wants and cer- 
tainly should be willing to pay for. 

“Any manufacturer who pays any attention to 
the Executive Order heretofore mentioned is not 
acting in his own best interest nor that of the 
consumer or his own distributors.” 

The thinking of Mr. Collins on this question is 
typical of many prominent manufacturers. 


@ A NOTE from Bill Cain, secretary, Joint Mer- 

chandising Committee, states that a new cam- 
paign for subscribers has been launched for 
1934-1935. During the first three weeks of the 
campaign, more than 80 subscriptions have been 
received totalling $6,600.00. 


@ ONE of the most popular and helpful of the 

new departments in MILL SUPPLIES is the 
“‘Where and How to Sell” department. Here will 
be found pertinent sales facts concerning indus- 
trial products sold by distributors, put up in an 
easy-to-read fashion. The items are short and 
photographs are interspersed throughout the sec- 
tion. Be sure to read “Where and How to Sell” 
this month. Let us have your comments and sug- 
gestions, too. If we can make this department of 
greater interest, we want to do it. 
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@ FOR some time, MILL SUPPLIES has been em- 

phasizing the need for cost studies by commod- 
ity groups. Recently, we were talking with a 
manufacturer who happened to be chairman of 
the cost committee for his particular industry, 
one which sells its output largely through mill 
supply channels. This manufacturer said that in 
his opinion one of the real weaknesses of the dis- 
tributor’s “holler” for more adequate profit mar- 
gins was lack of definite facts as to what it cost 
to distribute by lines. He believed that distribu- 
tors through their associations, ought to set out 
immediately to make studies which would reveal 
these necessary facts. Incidentally, this manufac- 
turer is working on a cost system for securing 
the facts on his particular line. 


@ SALES promotion is an important phase of 

the distributing business and one which dis- 
tributors ought to pay more attention to. Our 
new sales promotion department, which serves as 
a clearing house for ideas, is proving of real in- 
terest. You will find a number of practical ideas 
on sales promotion in this issue. Turn to page 20 
for the details. 


@ CONSIDERABLE confusion has arisen in the 

supply industry as a result of the variation in 
cash discounts allowed by various manufacturing 
groups. As many as 12 different discount sched- 
ules are in use, varying from net 30 days to 5% 
in 10 days. So many schedules of discount work 
a real hardship on distributors, necessitating extra 
bookkeeping and added expense. While it may not 
be possible to get all manufacturers to agree on 
the traditional 2° for cash in 10 days, it does 
seem that a great deal more uniformity than is 
now present could be brought about. 

An interesting article covering the subject of 
cash discounts appears in this issue. Its authors, 
Alvin M. Smith and W. E. Cain, have studied the 
subject thoroughly and their comments and sug- 
gestions are deserving of careful thought and ac- 
tion on the part of distributors everywhere. 


@ MOST business prognosticators look for an im- 

provement in business this fall after a summer 
of reduced volume. Government and business ac- 
tion in facing present-day economic problems may 
have an effect upon the extent of business improve- 
ment these next several months, but it is practi- 
cally certain that normal economic forces will bring 
about a definite upward movement all along the 
line. How much each individual distributor will 
profit by this upturn is largely dependent upon his 
aggressiveness in going after business. Hard 
work, more sales calls will be rewarded. 
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WHERE AND HOW TO SELL 
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HOSE DON’TS SALESMEN 
SHOULD KNOW 
@ 1. DON’T permit oil or 
grease to remain on the out- 
side or inside of rubber hose, as 
it will cause the rubber to soften 
and peel, leaving the re-enforce- 
ment exposed. Oil or grease can 
be removed with gasoline or any 
solvent. 

2. Don’t insert a coupling or 
nipple with a rough, burred or 
threaded edge, as it will cut the 
rubber lining and eventually re- 
sult in a leak. Remove burrs 
or sharp threads with a file. 

3. Don’t spread oil or cup 
grease on a coupling or nipple 
to make it slide into the hose 
easier. Oil will soften the rub- 
ber lining, weaken its grip on 
the coupling and permit leakage. 
Coat the nipple with rubber ce- 
ment, soap or soapy water ‘if 
some lubrication is needed. Rub- 
ber cement is best as it assures 
a sealed connection. 

4. Don’t heat a coupling to 
make it slide into the hose easier, 
as excessive heat weakens the 
rubber lining and will result in 
premature failure. 

5. Don’t drive a coupling in 
with a hammer or mallet. A 
sudden hard blow may cause the 
end of the coupling to cut the 
lining of the hose. Clamp the 
coupling in a vise and force the 
hose over it with the hands, 
coating it with rubber cement 
or soap if a lubricant is neces- 
sary. 

6. Don’t permit trucks to run 
over a hose or heavy objects to 
fall upon it (particularly when 
the hose is under pressure), if 
possible to avoid it. Squashing 
a hose—like driving an automo- 
bile tire flat—may weaken the 
side-wall and cause an early 
failure. 

7. Don’t use ordinary air or 
water hose for conducting steam 
or oil. They are not designed 
for such service and may fail 
and injure workmen. 
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8. Don’t connect hose to an 
outlet in such a position that 
hose will be bent sharply. For ex- 
ample, if outlet is horizontal and 
hose must drop straight down 
from it, insert an “L” between 
the hose and outlet which will 
permit hose to drop straight. 


9. Don’t buy hose that is too 
light for the pressure or exter- 
nal wear which it must resist. 
The grade recommended by your 
hose manufacturer will usually 
be more economical in final cost. 


10. Don’t hang up hose on a 
nail or edge of a board which 
will make a sharp bend in the 
hose and weaken it. Coil it on 
the floor or keep it on a reel or 
rack which will avoid excessive 
strain on any point. 

11. Don’t fail to drain hose 
carefully whenever it is to be 
out of service for some time. 
Hose used for conducting paint 
or other liquids containing a 
volatile solvent should be cleaned 
out with the solvent used and 
blown out with air to prevent 
the material hardening in the 
hose. 

12. Don’t expect economical 
results from cheap hose. All of 
the grades of hose for a given 
purpose usually go through the 
same manufacturing operations 
of forming the tube, building up 
the re-enforcement, applying 
the cover and _ vulcanizing. 
These operations represent the 
major part of the cost of the 
hose. Therefore, a 10% reduc- 
tion in price usually necessitates 
a reduction of 30% or more in 
the cost of the raw materials 
used in the hose. Obviously the 
difference in the life of cheap 
and good hose will be much great- 
er than the difference in cost. 


FIVE SIMPLE LUBRICANT 
TESTS FOR SALESMEN 
@ HERE are five simple and 
understandable tests for de- 
termining comparative values of 








lubricating oils for journals that 
require staying power, film 
strength, and efficient transmis- 
sion. Any mill supply salesman 
can easily make them. Tests 1 
and 2 demonstrate staying qual- 
ity; test 3, shock resistance; 
tests 4 and 5, lubricity. In per- 
forming these tests no “labora- 
tory equipment” whatever is re- 
quired. 

Test 1 for Staying Quality: 
Dip your thumb and forefinger 
into the lubricant. Open and 
close the finger and thumb and 
note how the oil adheres. Its 
adhering property is an indica- 
tion of whether or not it will 
run out of the bearing. Adhe- 
rence is desirable in many bear- 
ings. 

Test 2 for Staying Quality: 
Place equal-sized drops of two 
oils having the same viscosity on 
a glass plate. Tip the plate to 
a nearly vertical position. The 
oil showing the greatest resis- 
tance to flowing down the plate 
is preferable. 

Test 3 for Shock Resistance: 
Place on a steel plate equal-sized 
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In many industrial plants, power 
hoists are used for lifting heavy ob- 
jects for a short journey from one 
machine tool to another. In this 
event, a reel is the simplest and most 
convenient method of wiring. A 
study of plant conditions will also 
bring out applications for the reel 
in other fields such as air lines, liquid 
and other hose applications. 











At Boulder Dam, dry cement is con- 
veyed from the upper to the lower 
mixing plant by means of this 3,500 
foot welded line of 9-inch pipe. At 
one point there is a drop of over a 


thousand feet. The smoothness and 
strength of welded joints makes this 
gravity system practicable. 


drops of two or more oils having 
the same viscosity. Hit each 
drop with a hammer and note 
how the oil is flattened out and 
splatters. The oil that does not 
splatter is preferable because it 
is most likely to prevent metal 
to metal contact under severe 
shock loads. 

Test 4 for Lubricity: Place 
a small quantity of the oil in 
the palm of your hand and rub 
vigorously. A thin clear film 
should adhere to all surfaces 
touched and should not be 
rubbed away. There also should 
be an absence of frictional heat. 

Test 5 for Lubricity: Place 
the lubricant in an open-mouth 
jar. Dip a wide piece of metal 
or cardboard into the oil and 
then lift it above the jar to a 
height of from 12 to 18 inches 
and note the film. The broader 
the jar and piece of metal, the 
broader will be the film. Ordi- 
nary mineral oils subjected to 
this test will flow from the plate 
rapidly and splash and spatter. 
A first class lubricant will flow 
off in the form of an even film 
and will not splash and spatter. 
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THE JUNK PILE OFFERS 
SALES POSSIBILITIES 


@ THE junk pile at a steel 

foundry is not to be passed 
by, as offering no sales possi- 
bilities. Gas-cutting equipment 
and the parts and accessories 
stand out as one of the best bets 
there. In a good-sized junk 
yard, there may be _ several 
torches working at once and a 
regular stand of tanks. 

Notice that this equipment is 
spoken of as gas-cutting. It used 
to be that the compound word 
oxy-acetylene was employed to 
designate almost any kind of 
cutting equipment. But now it 
is spoken of as gas-cutting or 
electric-cutting equipment, as 
the case may be, just as we now 
have gas welding and electric 
welding. The reason is that 
many different gases are now 
used, as well as acetylene, for 
this purpose. 

Another point to be borne in 
mind in talking about this equip- 
ment is that the gas does not do 
the cutting by the heat that it 
develops. The gas flame simply 
brings the metal up to the melt- 
ing point. You could, of course, 
melt through a big steel wheel 
or bucket in a sloppy way. But 
the process would be too slow 
for junk pile work. What actu- 
ally does the cutting is the in- 
jection of oxygen along with the 
gas. When this touches the 
molten metal, it combines with 
the latter chemically, so as actu- 
ally to burn up the metal. In 


Don’t pass up the junk pile of a steel foundry without checking its sales 
Gas cutting equipment and supplies, for example, are used 


possibilities. 


other words, the process is oxi- 
dation, but at a tremendously 
rapid rate—so fast that the met- 
al is eaten through with a fairly 
smooth cut. Oxygen, along with 
moisture, will do the same thing. 
We call it rust. But it is infi- 
nitely slower, of course. 

Down in the junk pile, the 
operator may run onto a piece 
of stainless steel. Here the gas 
torch falls down. Stainless steel 
is doctored to prevent oxidation 
or rust. Therefore, when the 
flame of the gas torch gets it up 
to the melting point, the oxygen 
will not combine with the metal, 
and there is no oxidation or 
burning. It simply melts and 
runs. 

For cutting stainless steel as 
a manufacturing operation, as 
for instance, cutting steel risers, 
electrical equipment is used ex- 
tensively. But that, of course, is 
another story. 


CLASSIFYING REFRACTORY 
APPLICATIONS 


@ “IT soon became evident that 

I would need some sort of 
classification in order to know 
what sort of refractory business 
I was going after in each place,” 
said a distributor’s salesman 
who was new at this line. “I 
did not wish, for example, to go 
into a cement plant and try to 
sell brick for the boiler furnaces 
and then find out six months lat- 
er that there was such a thing 
as a rotary kiln for burning 
clinker, that was 110 feet long 





extensively in a good-sized junk yard. 
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and 12 feet in diameter, com- 
pletely lined with refractory ma- 
terials. And then have the buyer 
say that he had just gotten in 
a carload of high-priced, high- 
alumina brick, and that he would 
not need any more for a year. 
That would be terrible. 

“After reading over our sup- 
plier’s literature, and coupling 
up the knowledge I had picked 
up as I scouted around, it was 
not long before I could make a 
fairly complete classification of 
the kinds of business in my ter- 





TYPE OF 
INDUSTRY 


APPLICATION 


Boiler Plants 
All Kinds 


Settings 

Patent Walls and 
Arches 

Dutch Ovens 

Flues and Stack 
Linings 

Cement Plants Rotary Kiln, Cool 
End 

Rotary Kiln, Hot 
Zone 

Rotary Cooler 


Rotary Kiln, Cool 
End 

Rotary Kiln, Hot 
Zone 

Vertical Kiln 
Shaft 

Vertical Kiln Fire- 
box 


Lime Plants 


Foundries, Iron Cupolas 


Foundries, Brass 


and Alloy Cupolas 


Foundries, Elec- Acid Furnace 


tric Steel Basic Furnace 
Annealing Ovens 
Ladles 
Foundries, Open 
Hearth Furnace 
Forging Shops Furnace 


Annealing Ovens 


Logging Plants Donkey Engines 
and Large 
Construction 
Projects 
Paper Plants Sulphur Burners 
Pulp Digesters 
Crematories Primary Retorts 
Secondary Retorts 
Oil Burner Industrial, Resi- 
Furnaces dential 
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In plants where welding and cutting operations are common, don’t overlook the 
sale of supplies and accessories, such as rods, fluxes, solders, stools, gloves, 
goggles and other safety equipment. 





ritory. The following table shows 
this classification. 

“Having made this classifica- 
tion, and still being green as to 
the proper bricks and cements 
of our brands to recommend for 
all these different uses, I sent 
the whole list to my supplier and 
had him enter opposite each ap- 
plication our brand or brands of 
brick and cement to suggest. 


“Probably the information for 
each case was somewhere in the 
great amount of printed matter 
which was handed to me, but to 
the uninitiated, all this consti- 
tutes a maze that is confusing at 
first. 

“But now, with this list be- 
fore me, with the supplier’s rec- 
ommendations in each case seen 
at a glance, I can take any kind 
of a plant and know just what 
of our products I am going to 
try to sell there. Naturally, as 
one gets thoroughly grounded in 
the work, all this becomes ‘head 
knowledge.’ 

“If it is a steel plant where I 
am going next, I must find out 


something about acid and basic 
furnaces, and also study up a lit- 
tle on the particular bricks and 
cements that I see on my list are 
recommended. Thus, I can get 
started to talking with some as- 
surance. Having initiated the 
conversation, I have let the pros- 
pect know at once that I am in 
need of lots of information on 
these matters. Invariably I have 
found that the engineers, chem- 
ists, foremen and melters will 
gladly take the time to add to 
my fund of information.” 


SELLING GRINDING WHEELS 
TO THE BIG USER 


@ TO get into the really big 

money, in selling grinding 
wheels, requires more than the 
stereotyped motions of selling. 
While the technical knowledge 
required to work as an efficient 
go-between for manufacturer 
and user is not beyond the abil- 
ity of the average distributor’s 
salesman to acquire, serious at- 
tention must (Turn to page 85) 
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CURRENT CODE DEVELOPMENTS 


Sales Problems Under N.R.A.—Manufacturers' Codes Interpreted—Code 
Authority Activities—Regional Group News—Cost Determination Data— 


Price Filing Information 


DISTRIBUTORS OPPOSED TO CUT 
PRICES ON GOVERNMENT BUSINESS 


Survey shows distributors overwhelm- 
ingly opposed to Executive order on 
Government prices. 


@ EXPRESSING themselves in 

no uncertain terms, distribu- 
tors last month backed MILL 
SUPPLIES in its stand against 
the President’s executive order 
allowing a price cut of 15% 
on goods sold to Government 
agencies. 

Of the replies received from a 
survey sent to 550 distributors 
in all parts of the country, 
81.6‘. expressed a violent op- 
position to the order and 15.8% 
were indifferent, stating that 
they didn’t quote on Govern- 
ment business. Many of those 
opposed had already sent let- 
ters of protest to the National 
Recovery Administration. 

A large number see in the or- 
der “the beginning of the end”’ 
for the Recovery Act. In gen- 
eral, they base this opinion on 
the fact that the executive or- 
der will reopen the door to chis- 
elers, thus making it impossi- 
ble for business men to make 
the profits necessary to pay in- 
creased wages. 

A few of the comments, un- 
censored, give a clear picture of 
the feeling of distributors on 
the subject: 

A. J. Sparks, F. Raniville 
Company, Grand Rapids, Michi- 
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gan—“We are not in favor of 
any Government agencies ob- 
taining lower prices than the 
regular trade.” 

John T. Potts, The Galigher 
Company, Salt Lake City, Utah 
—‘“‘Absolutely against it and 
have protested direct to Wash- 
ington.” 


Paul Roberts, Paul Roberts 





Cc. C. KRUEGER 











“Bad—very inconsistent.” 


Machine Works, Pocatello, Idaho 
—‘“We consider it the most un- 
fair thing the President has 
done to business firms paying 
decent wages and working de- 
cent hours.” 

Edward H. Hughes, Hughes 
and Company, Spokane, Wash- 
ington—“Don’t think the Gov- 
ernment is entitled to buy any 
cheaper than any other cus- 
tomer.” 

Robert. Gillespie, Mill and 
Mine Supply Company, Seattle, 
Washington — “‘The beginning 
of the end in price stabiliza- 
tion.” 


J. R. Schoenfield, Schwa- 


bacher Hardware Company, 
Seattle, Washington—“We are 
strongly opposed to the order as 
we feel that it is the entering 
wedge in the breaking down of 
Code prices. Further, we know 
of no good reason why various 
Government agencies are en- 
titled to lower prices than other 
large consumers.” 

F. E. Bragg, N. H. Bragg and 
Sons, Bangor, Maine—‘I have 
used up all my adjectives cuss- 
ing out the NRA and the 15% 
cut to Government agencies.” 

Carl C. Krueger, San Antonio 
Machine and Supply Company, 
San Antonio, Texas — “Bad — 
very inconsistent.” 

H. H. Johnston, The William 
T. Johnston Company, Cincin- 
nati, Ohio—“I am a F. D. R. 
man but I think he pulled a bad 
one here.” 

Joseph M. Schenck, H. D. Ed- 
wards and Company, Detroit, 
Michigan—‘We are of the opin- 
ion that this will tend to break 
down any stabilization of prices 








B. H. ACKLES 








“Dont think it is consistent and have 
told NRA so.” 


MILL SUPPLIES 

















GUY W. DONAHUE 








“Against it absolutely. Government 
should pay regular prices.” 


which we have enjoyed under 
NRA and it will be very difficult 
to confine the cut to Govern- 
ment agencies.” 

B. H. Ackles, The Rayl Com- 
pany, Detroit, Michigan—“Don’t 
think it is consistent and have 
told NRA so.” 

Edward B. Flack, Flack Pen- 
nell Company, Incorporated, 
Saginaw, Michigan—‘‘We do not 
think it fair.” 

W. T. McLeod, Odell Mill Sup- 
ply Company, Greensboro, North 
Carolina—‘‘It is a bad example 
for the chiselers mentioned so 
often by NRA officials.” 

S. P. Smith, Coggins and 
Owens, Baltimore, Maryland— 
“Rotten—the law should not 
discriminate in favor of its 
makers.” 

H. L. Miller, Tennessee Mill 
and Mine Supply Company, 
Knoxville, Tennessee — ‘“Posi- 
tively not in favor of this. In- 
dependent buyers can see all cut 
prices to Government and will 
expect same price from distribu- 
tors.” 

Guy W. Donahue, Stacy Sup- 
ply Company, Springfield, Mas- 
sachusetts — “Against it abso- 
lutely. Government should pay 
regular prices.” 

J. Triblehorn, Carlisle Hard- 
ware Company, Springfield, 
Massachusetts — “All wrong. 
Why make a rule and allow it 
to be broken when it affects the 
maker. It is absolutely against 
the original NRA idea.” 

A. G. Lindquist, The Lind- 
quist Hardware Company, 


Bridgeport, Connecticut — “Not 
in favor at all. The order will 
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undoubtedly lead to general 
breakdown of prices in my esti- 
mation.” 

Jack B. Dale, Briggs Weaver 
Machinery Company, Dallas, 
Texas—“‘Terrible!” 


CODE AUTHORITY MEMBER 
LOOKS AHEAD 
@ HERBERT EDGE, presi- 
dent, Topping Brothers, New 
York City, and member of the 
Code Authority for the Indus- 
trial Supplies and Machinery 
Distributors Trade, feels that 
the code for this trade has ac- 
complished much. In the fol- 
lowing interview with a repre- 
sentative of MILL SUPPLIES, Mr. 
Edge looks to the future with 
no little enthusiasm. 

“Current code procedure is 
proving to mill supply distribu- 
tors that the code of fair com- 
petition for the industrial sup- 
plies and machinery distributors 
trade is a progressive and suc- 
cessful experiment. 

“Appreciating that the major 
objective of the new deal admin- 
istration is to keep people em- 
ployed and pay them a living 
wage, it is to be expected that 
for the present, the employer will 
not reap large profits. 

“However, industrial distrib- 
utors in general are enjoying 
anywhere from 10% to a 30% 
increase in volume this year 
over last, and as volume in all 
lines steps up, increased aggre- 
gate profits will naturally fol- 
low. Meanwhile we are appreci- 
ative of the fact that volume has 
increased; that we are looking 
at black figures; and that the 
‘chiseler,’ while not out of the pic- 
ture, is very much ‘cramped.’ 

“That is what the code has 
materially helped in accomplish- 
ing. But representatives of the 
Code Authority are by no means 
content with these attainments. 
Refinements are being made in 
the form of amendments which 
will produce even greater re- 
sults. For instance, it is hoped 
standardized prices will no 
longer be abused by certain dis- 
tributors granting excessive 
allowances on trade-ins. With 
that practice controlled and 
overcome, standardized prices 
will actually mean something. 


































HERBERT W. EDGE 











“We are endeavoring to stand- 
ardize and simplify cash dis- 
counts. They should not range 
from 144% 10 days, net 30; 2%, 
10 days; 214%, 10 days; even 
5%, 10 days; 2% on the tenth 
of the month following, and so 
on and on. Cash discounts on the 
tenth of the month following pur- 
chase date should not be allowed 
if the purchase date occurred at 
the beginning of the month and 
no further purchases followed. 
Purchases should be made con- 
sistently throughout the month if 
the monthly discount privilege 
is to be granted. 

“The procedure on price filing 
is also being changed. It is con- 
ceded that all members of the 
trade doing business in a par- 
ticular area whether or no they 
are located in that area are 
justified in expecting to have 
their ‘say’ as to the adoption of 
the price filing privilege in that 
area, and an amendment is be- 
ing considered recognizing this. 

“Code financing and assess- 
ments will be revised. When the 
Code was signed last October 
the cost of code administration 
and the number of members who 
participated in the code were 
unknown. Hence, it was next to 
impossible to determine any fair 
method of assessment. 

“Instead of fixing an arbi- 
trary amount, assessments will 
be based on an itemized budget 
of estimated expenses drawn 
up by the Code Authority and 
approved by the Administrator. 
This sum will be divided among 
all the members of the trade, 
probably based equitably upon 
their volume of business. 


“Here in New York we have 
a very active regional commit- 
tee which endeavors to work 


cooperatively with the Code 
Authority. In fact, I believe 
that our district is as carefully 
‘policed’ as any of the 3. 

“I do not mean to leave the 
impression that the code will be 
the alpha and omega—the final 
solution to all of our problems, 
and that from now on we can all 
sit back and expect sales to 
come rolling in and pay enve- 
lopes to take care of themselves. 
We are still faced with problems 
which only our own ingenuity 
and diligence can solve. One of 
the objects of the code is to 
establish fair and reasonable 
prices and remove the opportu- 
nity to secure orders by using 
cut prices. The house having the 
best sales method, the most effi- 
cient service, the best standard 
of business ethics and the most 
complete stocks will have the 
advantage over the house which 
is indifferent to these vital items 
in the conduct of a_ business 
enterprise. This is where indi- 
vidual merit and character still 
have a chance to win. 

“Each month there seems to 
be a fair amount of rehabilita- 
tion going on in industries which 
are ‘coming back.’ Equipment, 
tools, everything was ‘exhausted’ 
before they closed, and now 
money is being spent putting 
these plants in condition. 

“While there is some seasonal 
slack in the steel industry, yet 
there is a real significance in 
the fact that the United States 
Steel Corporation has reported 
a net profit of $5,350,241.00 for 
the period ended June 30, while 
for the same period last year 
there was a deficit of $8,627,- 
367.00. Total earnings for the 
three months were $21,082,- 
389.00 compared with $6,578,- 
731.00 in the first period of this 
year, and $4,881,534.00 in the 
June period last year. This 
marks the first profits since the 
third quarter of 1931 and the 
best showing since the second 
quarter of that year. 

“Since the steel industry is 
more or less of a_ prosperity 
indicator this is cheerful news 
to all of us. One industry cannot 
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become active without touching, 
in some manner, every other 
industry. They are all linked 
together in a subtle but very 
positive way. 

“Many unfair charges are 
made against the NRA. It must 
be remembered that except for 
the wages and hours provisions, 
the clauses in the code have been 
substantially written by the 
members of the trades to which 
the codes apply. If the members 
of the trades do not observe the 
provisions of the codes, they are 
breaking the regulations they 
themselves have set up. 

“With the codes as a price 
stabilizer and with industry in 
general recovering from anes- 
thesia, the future holds more 
encouragement than at any time 
during the past two years.” 


WHOLESALE HARDWARE 
CODE APPROVED 


@ WITH the condition that a 

new selling-below-cost provi- 
sion be accepted, the National 
Recovery Administration, on 
July 31, announced its approval 
of a supplemental code of fair 
competition for the Wholesale 
Hardware Trade. It became 
effective August 9. 


The change ordered by the 
Administration substitutes for a 
sales provision in the code the 
declaration that “any sale shall 
be deemed prima facie destruc- 
tive price cutting if the net sales 
price shall be less than the sell- 
er’s net invoice cost plus trans- 
portation charges to seller’s 
warehouse.” 


The new provision also grants 
certain exceptions in the dis- 
posal of obsolete, damaged and 
closeout merchandise and _ in- 
cludes permission for the fixing 
of a minimum price by the Ad- 
ministrator in an emergency. 

The code authority will con- 
sist of 17 members, seven to be 
members at large and the re- 
mainder to represent ten geo- 
graphical divisions. 


CAP SCREW INDUSTRY PRO- 
POSES 2% CASH DISCOUNT 
@ THE Cap Screw Manufac- 

turing Industry, through its 
code authority, has submitted 





an application to the National 
Recovery Administration to 
adopt 2% as the maximum cash 
discount which may be offered 
by any member of the industry. 

Notice was given on August 
18 that all criticisms or objec- 
tions had to be submitted by 
September 4. Approval of the 
proposal will be withheld until 
this date. 


HEAD OF NEW YORK GROUP 
APPROVES AMENDMENTS 


@ IN order to get the viewpoint 

of a vitally interested party 
on the proposed amendments to 
the Distributors’ Code, a repre- 
sentative of MILL SUPPLIES in- 
terviewed E. T. B. Penman, 
president, Neal and Brinker 
Company, New York City, and 
president of the Metropolitan 
Mill, Marine and Contractors’ 
Supply Institute. The views of 
Mr. Penman, who has given 
much thought to the matter, 
should prove interesting to 
every distributor. 

‘“‘The_ recently proposed 
amendments to the code are in- 
teresting to me because they 
were not submitted in an at- 
tempt to avoid any of the obli- 
gations in the original draft; on 
the contrary they will make 
them even stronger. That in it- 
self shows general approval of 
the code by the members of the 
trade . . . which is entirely to 
be expected when we realize 
that, since the code has been in 
existence, many distributors 


have increased their volume of 
business 30% and are no longer 





E. T. B. PENMAN 
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other than wholesaling). 


than retailing). 


ments.” 





@ “By virtue of the authority vested in me as Administrator for Industrial 

Recovery, I hereby order that, pending my further order clarifying the 
problem of multiple assessments in the Distributing Trades, no order of 
termination of the exemption under Paragraph III of Administrative Order 
X-36, which is hereafter granted, shall be construed to: 


“(1) Require any member of any trade or industry to contribute to the 
expenses of administration of any code covering wholesale distributing done 
by such member other than that code which covers his principal line of whole- 
sale distribution (provided, however, that nothing herein contained shall 
prevent the termination of the exemption as to any business of said member 


“(2) Require any member of any trade or industry to contribute to the 
expenses of administration of any code covering retail distribution done by 
such member other than that code which covers his principal line of retail 
distribution (provided, however, that nothing herein contained shall prevent 
the termination of the exemption as to any business of said member other 


“Nothing herein shall prevent or invalidate agreements now in existence 
or hereafter made between one or more code authorities, with the approval 
of the Administrator, with respect to the collection, or allocation of assess- 








Text of Administrative Order, issued by General Johnson on August 23, relieving 
distributors from payment of assessments for any code other than that affecting 
their principal line of distribution. 


selling lines at less than it costs 
to handle them. Such has been 
our Own experience, and from 
my conversation with distribu- 
tors everywhere, it seems to be 


paralleled in all parts of the. 


country. 

“Here in the New York Met- 
ropolitan district, we started 
filing prices over a year ago. No 
provisions were made, however, 
against the allowance of dis- 
counts for cash. As a result, 
2%, 216%, 5% were granted 
indiscriminately. All such dis- 
crepancies, we believe, are being 
eliminated by Article VI. 

The amendment to section 13, 
Article VI, will also standardize 
the method of disposing of obso- 
lete, closeout, or discontinued 
lines. 

“It has not been difficult to 
educate the industrial user to 
new price schedules as_ they 
themselves have been in the 
throes of effecting new price 
schedules to their own cus- 
tomers. 

“The proposed method for 
financing the code seems to me 
to have all the elements of fair- 
ness. Each district will have 
the power to collect a specific 
amount—determined by mem- 
bers of the Code Authority and 
approved by the Administrator 
—from each member instead of 
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the former practice of expecting 
certain leaders to shoulder the 
entire cost burden. 

“It is my feeling that a large 
share of the success of the Dis- 
tributors’ code is due to the sin- 
cere help and cooperation of the 
manufacturer.” 


STANDARD LISTS FOR HACK 
SAW INDUSTRY 


@ THE Hack Saw Blade Indus- 

try, through its code author- 
ity, has submitted to the Nation- 
al Recovery Administration an 
application for Approval a 
schedule of prices and _ sizes 
called for by its code of fair 
competition. 

Specifications and prices are 
listed for tungsten alloy steel 
blades, double hardened blades, 
high speed steel blades and spe- 
cial, all-hard alloy blades. 

Deputy Administrator Neal 
W. Foster called for objections 
and criticisms to the lists on 
August 14, to be submitted by 
August 27. These objections are 
to be considered before final ap- 
proval is given. 


JACK CODE APPROVED WITH 
RESERVATIONS 

@ THE code of fair competi- 

tion for the Jack Manufac- 

turing Industry, a division of 


the Machinery and Allied Prod- 
ucts Industry, was approved 
August 2, subject to certain 
stays. 

Stays were ordered as fol- 
lows: The clause providing for 
a waiting period between the 
date of filing and effective date 
of price lists; the clause provid- 
ing that “no employer shall 
evade any provision of this code 
by selling to or through any 
dealer, jobber, distributor or 
other selling agency which shall 
fail to agree to resell in accord- 
ance with the provision of ..... 
this supplemental code’; the 
clause forbidding deviations 
from price and discount lists in 
favor of certain customers 
(stayed for 15 days) ; a clause 
strictly limiting sales through 
brokers; and one forbidding the 
acceptance of second hand equip- 
ment as part payment for new. 


REORGANIZE CORDAGE 
CODE AUTHORITY 


@ THE National Recovery Ad- 
ministration has approved a 
reorganization of the code auth- 
ority for the Cordage and Twine 
Industry. The original code 
authority, whose selection was 
in accord with provisions of the 
code, found itself to be “un- 
wieldly” and requested a modi- 
fication in its organization. 

The resignations of members 
of the orginal code authority 
have been accepted by the Ad- 
ministration and the following 
new members of that body ap- 
proved: F. A. Bryant, New Bed- 
ford Cordage Company, New 
York City, New York; J. U. 
Barr, Federal Fibre Mills, New 
Orleans, Louisiana; H. G. Met- 
calf, Columbian Rope Company, 
Auburn, New York; W. C. 
Craig, Hooven and Allison Com- 
pany, Xenia, Ohio; R. C. Groen- 
dyke, J. C. Groendyke Company, 
Chicago, Illinois; E. C. Heid- 
rich, Jr., Peoria Cordage Com- 
pany, Peoria, Illinois; S. H. 
Rugg, E. T. Rugg Company, 
Newark, Ohio; H. A. Whitlock, 
Whitlock Cordage Company, 
New York City; C. W. Leach, 
Plymouth Cordage Company, 
North Plymouth, Massachusetts ; 
W. E. Worth (Turn to page 86) 


13 





SELLING TODAY IS NOT WHAT IT 


USED TO BE 


When business was booming, all the salesman 
had to do was make calls and take orders that 
were to be had for the asking. He still must 
make calls and take orders but the latter are 
no longer to be had by merely asking for them 


@ IT is my belief that the fur- 

niture industry has a great 
deal in common with all indus- 
tries, and all business, retail, 
wholesale, and manufacturing; 
that we can learn much from 
our non competitors, and they in 
turn can learn something from 
us. In the come-easy days of a 
few years ago, our salesmen 
would lay a portfolio of photo- 
graphs on the buyer’s table. The 
buyer would study them a few 
minutes and say, “I’ll take that 
and that and that ... say, how’s 
this number going?” 

“Oh, fine. It has been a big 
seller.” 

“All right, I’ll take that too.” 

Today that method of selling 
is but a pleasant memory. In 
fact, it is so pleasant and seems 
so far distant that I wonder if 
it ever really existed. 

I do not doubt but that the in- 
dustrial distributor has had the 
same experience. A few years 
ago his salesmen merely asked 
what the buyer needed and then 
wrote up the order. Today if 
that were to happen the sales- 
man would probably die of 
shock. 

From observation, I should 
say that any distributor’s repre- 
sentatives who are getting or- 
ders from us today are those 
who approach our buyer in this 
manner: “After going through 
your plant the other day, I feel 
that you could save on your re- 
pair bills by using such and such 
an item.” Anybody who can 
show us how to save money 
these days is given a receptive 
ear. And if the advice is fol- 
lowed and proves sound, a buy- 
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By EDGAR LANDSTROM 


Vice-President, 
Landstrom Furniture Corporation, 
Rockford, Illinois 


er-vendor relationship is spon- 
sored which will not be forgot- 
ten even after business rounds 
that corner and keeps going. It 
appears to me that now is the 
ideal time for the distributor to 
cement this business friendship 
with the industrial user. 


We have had a supply sales- 
man go up to Chicago and tele- 
phone from there to assure us 
we would receive a certain re- 
pair part in the morning. You 
don’t soon forget service like 
that. 

Users today can no more get 
along without the distributor 
than they can shut off their pow- 
er supply. With heavy invento- 
ries a thing of the past, the in- 
dustrial plant must have a ready 
source of supply for emergency. 


Today small businesses are 
weathering the storm better 
than large corporations. Yet 
we have all become so cor- 
poration-minded that we some- 
times overlook the potential gold 
mine which lays hidden under- 
neath an unpromising exterior. 
That is a fault we all have in 
common. Therefore I would sug- 
gest that every manager make 
certain his credit department is 
sales-minded. More sales are 
lost through the extension of 
credit in a condescending man- 
ner or the refusal in a tactless 
manner than most houses realize. 
As business grows better, indus- 
trials who were in a hazardous 
financial condition are going to 
remember with almost equal 
kindliness which houses granted 
credit cheerfully or withheld it 
tactfully, explaining that their 
own condition was such they 
could not afford to do the very 
things they would like to. Some 
credit managers seem to take de- 
light in turning a customer down. 
This is not due to a malicious 
quirk in their disposition, but 
rather to a lack of appreciation 
of the interdependence between 
the credit and sales departments. 
As Will Durant might put it, 
“With unrivalled eloquence, they 
often saw off the branch on which 
they sit!” 

I should like to venture a guess 
that the house which sets out now 
to make every employee of their 
credit department sales-minded 
is taking out insurance for the 
future. 

The other day I made a list of 
concerns which had survived the 
depression with the least scars. 
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This list inclnded only those the 
management of which I was fair- 
ly familiar with. Then I tried to 
analyze what management meth- 
ods were responsible for this su- 
periority. By means of the 
process of elimination I conclud- 
ed that wherever the president 
or the sales manager worked 
closely with his sales organiza- 
tion—even on the field of battle 
when necessary—they seemed to 
accomplish more than where the 
management directed the maneu- 
vers from within the confines of 
a comfortable office. Unfortu- 
nately many executives still feel 
that it is beneath their dignity to 
make calls with their salesmen. 

Oftentimes, the president of a 
company will say to one of his 
salesmen, “Bert, you call on John 
Hale. I know him well, and I’m 
sure he’ll give you some busi- 
ness.” 

Accordingly, Bert calls on 
John Hale. He does get some 
business, but not in proportion to 
the buying power of the com- 
pany, nor in proportion to the 
business which is going to Bert’s 


competitors. Yet nothing is done 


about it. Now, if the president 
were to wait a few months and 
then call on John Hale, it would 
help a lot in stimulating addition- 
al business. 


Buyers are human. They like 
to be told that their business is 
appreciated, and they also like to 
make complaints to the man at 
the top. 


All of us are apt to take our 
regular customers for granted 
and leave no stone unturned for 
developing new business. Yet an 
annual or semi-annual call with 
each salesman would often net 
more volume from old accounts 
than many times that effort spent 
on the new. 

We try to avoid giving any 
impression that we do not appre- 
ciate every order that comes to 
us by calling on each account 
once or twice a year with our 
salesmen. On these calls, we do 
not talk business, except to ex- 
press our appreciation of the or- 
ders we have been getting. 

A 15 mirute visit with a cus- 
tomer will often tell more about 
a salesman’s ability than a year’s 
file of sales reports. It also en- 
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given a receptive ear. 


the future. 


the men in the plant. 
opportunity. 


tial to successful selling. 





EDGAR LANDSTROM SAYS: 


1. Any salesman who can show a buyer where to save money will be 
2. A sales-minded credit manager is like taking out insurance against 
3. It does not pay to let up on the drive for new customers, but it is 


even more important not to take old accounts for granted. 
4. Some major executive should visit every industrial account at least 


once a year. It will help stimulate sales. 
5. It’s a good rule to see the buyer first. 


6. Request manufacturers’ salesmen to address your sales force at every 


7. Complete harmony between the management and sales force is essen- 


Let him suggest a visit to 








ables us to tell at a glance wheth- 
er “Eric Andreeson” should be 
calling on “Herman Schneberg- 
er” or whether it would be better 
to switch Heinie Vogt to this ter- 
ritory. 

On these visits, we always go 
to the buyer first. I may know 
the president personally, but I 
still insist on seeing the buyer 


first. Usually the buyer will 
say, “I suppose you’ve seen 
R. L. (the president),” and 


when we reply in the negative, 
he is obviously surprised and 
pleased. Then when our visit is 
ended, he volunteers to call “R. 
L.” for us and see if he is in. 

On rare occasions when the 
buyer happens to be out, I simply 
leave my card with a note to the 
effect that I was sorry to have 
missed him. He soon finds out if 
we have visited anyone else in 
the plant, and if we have not, his 
reaction is always favorable. I 
believe the plan of seeing the 
buyer first should also be fol- 
lowed religiously by salesmen in 
making their regular calls. The 
advantage of seeing the buyer 
first is twofold. First, many 
salesmen show by their attitude 
that they are just “marking 
time” until they get out into the 
plant. The buyer is quick to 
sense this and will make it as dif- 
ficult as he can for them. On the 
other hand if a salesman shows 
by his attitude that he appreci- 
ates the buyer’s power and 
knowledge, the buyer is quick to 
reciprocate. Oftentimes he will 





say, “Maybe you would like to 
see the works manager or the 
superintendent about that.” This 
sort of an entree is twice as val- 
uable as if the suggestion had 
come from the salesman. 

At other times, the buyer may 
say, “I believe John (the super- 
intendent) wants to see you.” 

“That so?” 

“Yes, he’s not satisfied with 
those hack saw blades you sent 
him.” 

By the time you’ve reached 
John you’re all primed with your 
answer whereas if you had gone 
to him direct, you would have 
been taken off your guard. 

Incidentally, never talk over 
the buyer’s head, but when you 
get out into the plant be as tech- 
nical as is necessary. 

I should like to stress here the 
importance of not getting too 
friendly with the buyer. If you 
do, it will be easy for him to say, 
“Ed, you understand we can’t use 
that. You know why.” And be- 
cause you know him so well you 
can’t argue as impersonally as 
you could otherwise. ‘Make 
your friends out of the men in 
the plant, but respect the buyer 
and always go to him first” would 
be our major suggestion to the 
industrial supply salesman. 

From my experience in the 
furniture field, it would seem to 
me that I would get manufactur- 
ers’ salesmen to address my sales 
force at every opportunity. You 
will sell more profitable items as 
a result. (Continued on page 62) 
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A. M. SMITH 


@ ALMOST everyone has en- 

joyed playing guessing games. 
But this new guessing game of 
“What is your cash discount, Mr. 
Manufacturer?” is a nightmare 
to the distributor. It seems that 
almost every manufacturing 
group is changing its term ar- 
rangements as fast as the change 
in styles of ladies’ hats. 

When you stop to consider that 
the average net profit made by 
distributors in 1931 was less 
than 2% on sales, it is evident 
that cash discounts play an im- 
portant part in the distributors’ 
problem of endeavoring to make 
a profit. 

It is apparent that there are 
three main, troublesome prob- 
lems in this connection. First, 
distributors are losing money on 
cash discounts due to the fact that 
they are forced to allow, in most 
instances, 2% cash discount to 
their customers. In many cases, 
they do not obtain this discount 
from manufacturers. In some 
instances, manufacturers sell at 
net, others allow one-half of 1% 
and still others allow but 1%, in- 
stead of the traditional 2%. This 
means that distributors actually 
lose money on a sizeable volume 
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WHAT TO DO ABOUT 
CASH DISCOUNT SITUATION 


The cash discount muddle 
is working a real hardship 
on distributors. Individ- 
ually, distributors can do 
little about it, but collec- 
tively much can be ac- 
complished. The authors 
suggest a plan of action 


By ALVIN M. SMITH, 


Chairman, 
and 


WILLIAM E. CAIN, 


Secretary, 
Joint Merchandising Committee 


of their sales due directly to cash 
discounts. It is impossible to 
separate invoices and make sep- 
arate statements to customers, 
allowing the same discounts as 
are allowed by the manufactur- 
ers. The cost of doing this job 
would be prohibitive. 

The second difficulty with the 
present situation is that with 
manufacturers changing their 
traditional term arrangements— 
under the cloak of N.R.A. Code 
Regulations—it is costing dis- 
tributors considerable money in 
changing their bookkeeping due 
to the consummation of addition- 
al bookkeeping time and the add- 
ed cost of sending out more 
checks per month in making set- 
tlements. 

The third problem is due to the 
fact that many manufacturers 
publish one set of terms, but al- 
low concessions to some distribu- 
tors. Every distributor knows 
this with the result that when- 
ever the manufacturer issues 
stated terms at less than 2% 
tenth proximo, alert distributors 
endeavor to obtain a concession. 
This breeds unsettled conditions 
and skepticism throughout the 
industry. 





W. E. CAIN 


Within the past 10 days two 
well known and typical distribu- 
tors submitted to the Joint Mer- 
chandising Committee an analy- 
sis of the various term arrange- 
ments extended them by manu- 
facturers. Distributor ‘‘A”’ 
found out the following about 
156 active accounts (other than 
steel accounts) : 
42 stated that their terms are 
net 30 days, 

2 allow 5% for payment in 10 
days, 

65 allow 2% for payment in 10 
days, 

1 allows 2% for payment in 15 
days, 

6 allow 2% for payments made 
on the tenth and twenty-fifth 
proximo, 

14 allow 2° for payments on 
the tenth proximo, 

3 allow 2% for payments on 
the fifteenth proximo, 

2 allow 2% for payments on 
the twenty-fifth proximo, 

19 allow 2% for payments in 10 
days, 

2 allow 1% for payments on 
the tenth and twenty-fifth 
proximo. 

A further analysis, however, 
showed that these stated terms 
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were not binding, because of the 
42 concerns with stated terms of 
30 days net, this distributor was 
obtaining these concessions: 
10 are allowing 2% in 10 days, 
15 are allowing 2% tenth prox- 
imo, 
3 are allowing 1% in 10 days, 
2 are allowing 2% tenth and 
twenty-fith proximo, 
1 is allowing 3% in 10 days. 

In effect, therefore, instead of 
42 companies having net terms, 
there are but 11. The balance 
are giving discounts. 

Of the 65 concerns with stated 
terms of 2% in 10 days, 20 are 
allowing 2% 10th proximo and 
6 are allowing 2% tenth and 
twenty-fifth proximo. 

Of the six concerns with stated 
terms of 2% cash discount for 
settlement on the tenth and twen- 
ty-fifth proximo, 2 are allowing 
2% tenth proximo. 

Of the 19 stating their terms 
are 1% 10 days, 3 are allowing 
2% tenth proximo and 5 are al- 
lowing 1% tenth proximo. 

In summarizing, therefore, 
distributor “A” found that of the 
156 accounts analyzed: . 

2 are allowing 2% twenty-fifth 
proximo, 
49 are allowing 2% 10 days, 
54 are allowing 2% tenth prox- 
imo, 
12 are allowing 2% tenth and 
twenty-fifth proximo, 
3 are allowing 2% fifteenth 
proximo, 
2 are allowing 5% 10 days, 
1 is allowing 3% 10 days, 
14 are allowing 1% 10 days, 
5 are allowing 1% tenth prox- 
imo, 
2 are allowing 1% tenth and 
twenty-fifth proximo, 
11 are allowing net thirty days, 
1 is allowing 2% 15 days. 

Distributor “B” analyzed 151 
accounts, and found the follow- 
ing: 

12 had stated terms of 30 days 
net, 

48 had stated terms of 2% tenth 
proximo, 

62 had stated terms of 2% 10 
days, 

11 had stated terms of 1% 10 
days, 

1 had stated terms of 1% 12 
days, 

1 had stated terms of 1% tenth 
proximo, 
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3 had stated terms of 1% twen- 
ty-fifth and tenth proximo, 

4 had stated terms of 2% twen- 
ty-fifth and tenth proximo, 

1 had stated terms of 5% 10 
days, 

5 had stated terms of 2% fif- 
teenth proximo, 

2 had stated terms of 14 of 1% 
10 days, 

1 had stated terms of 14 of 1% 
tenth proximo. 


This distributor had also ob- 
tained concessions. Of the 12 ac- 
counts with stated terms of net 
30 days, he is obtaining 2% 10 
days from 6 manufacturers. 

Of the 11 whose stated terms 
were 1% 10 days, he is obtain- 
ing 2% 10 days from 4. 

One of the manufacturers with 
stated terms of 14 of 1% 10 days 
is allowing 2% cash discount. 

This confusing situation needs 
correcting. It is evident that 
both distributors and manufac- 
turers are at fault in not arriv- 
ing at a more sound and stand- 
ardized practice. It doesn’t do 
any good to argue as to who is 
to blame for the present situa- 
tion. 

The purpose of giving cash 
discounts is to encourage prompt 
and regular payment of invoices. 
It is a traditional premium of- 
fered the buyer. It provides a 
very definite basis of rating the 


buyer’s habits of payment. For 
generations, it has been a busi- 
ness custom, because cash dis- 
counts for prompt settlement 
have a very decided economic 
function. 


Possibly there is some logical 
reason why term arrangements 
should vary for different types 
of products, but there is certain- 
ly no justification for the many 
complicated and different ar- 
rangements now in effect. 

Distributors are pledged to 
the adherence of provisions es- 
tablished by the manufacturers’ 
Codes. In this matter, it is the 
sentiment of the distributor in- 
dustry to cooperate with manu- 
facturers within all human lim- 
itations. 

It would seem that more uni- 
formity could be brought about 
through organized effort. Cer- 


‘ tainly, it would save both manu- 


facturers and distributors a size- 
able amount of money. Perhaps 
the Southern Association, the 
National Association, the Joint 
Merchandising Committee and 
the American Supply and Ma- 
chinery Manufacturers’ Associ- 
ation could appoint a discount 
committee to work out this mer- 
chandising problem. This com- 
mittee could possibly obtain com- 
mitments from all manufacturers 
now having (Turn to page 56) 





STATED ACTUAL 
TERMS TERMS 
42 11 
2 2 
0 1 
65 49 
0 5 
1 1 
6 12 
14 54 
3 3 
2 2 
19 14 
2 2 





ANALYSIS OF CASH DISCOUNT TERMS 
ALLOWED BY 156 MANUFACTURERS 


DISCOUNT 
SCHEDULE 

Net 30 days 

5% 10 days 

3% 10 days 

2% 10 days 

1% 10th Prox. 

2% 15 days 

2% 10th & 25th Prox. 

2% 10th Prox. 

2% 15th Prox. 

2% 25th Prox. 

1% 10 days 

1% 10th & 25th Prox. 








This table shows the results of an actual analysis made by a distributor of 
156 active accounts on his books. 

























ONE. OF A SERIES OF ARTICLES FOR 





LL signs point to the growing import- 
A ance of the industrial distributor in 
this era of unprecedented economic change. 
Industrial salesmanship is faced with greater 


responsibilities than ever 


before. 


The importance of the 
distributor’s salesman is 
dependent... to a 
greater extent than ever 
before . . . on his increas- 
ing ability to assist indus- 
trial buyers in the correct 
and economical selection 


of the products purchased. 


This requires a clear understanding of the 
merits of products their proper appli- 
cations . . . and an appreciation of why 
well-made products offer true economy to 


industrial users. 


The responsibility for helping the distrib- 
utor’s salesman to enlarge his knowledge of 
the products he sells rests primarily upon 
the manufacturer. 
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Selling the Industrial Buyer 


(First Article) 


Although a storehouse of information about 
Osborn Brushes has been released in past 
issues of the ‘‘Mill Supplies’? magazine, yet 


Osborn considers it vitally important to con- 





iad oes 


“BRUSH CONCIOUS” SALESMEN. 


tinue this informative 
assistance to distributors’ 
salesmen. 





In a series of articles, of 
which this is the first, 
helpful facts about 
Osborn Brushes will be 
made readily available 
for ‘Brush Conscious” 





Salesmen. ‘This month, 
important facts about 
Osborn Paint and Var- 
nish Brushes are discussed on the following 


page. In the interim, any salesman who 





desires additional information will be sup- 
plied promptly with the data he seeks. 
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THE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


Sales Offices: New York, Detroit, Chicago, San Francisco 
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-| Osborn Paint and Varnish Brushes 


When discussing Osborn Paint 
and Varnish Brushes with in- 
dustrial buyers, the ‘‘Brush 
Conscious” Salesman can 
make effective use of the fol- 
lowing points: 


An Osborn Paint or Varnish 
Brush is like a good fountain 
pen. Both are accurately 
made of the correct materials 
to hold the vehicle until pres- 
sure releases it upon the sur- 
face and then to distribute it 
smoothly and uniformly as 
required. 


This “fountain pen” character- 
istic of Osborn Paint and 
Varnish Brushes is made pos- 
sible by the use of genuine 
Bristle. 





Pick up an Osborn ip 

Paint or Varnish 

Brush. Spread the 
bristle apart as illustrated below. — NOTE 
TAPER 


= 


Note the split ends, called the “FLAG”, B®!ST 
which you can 

see without — 
magnification. eens \ 
Only genuine ©? 
bristle has 





this important charac- 
teristic. 


The Flag of genuine bris- 
tle has two primary func- 
tions. First, it holds the 
vehicle (paint, varnish, 
lacquer, etc.) in the brush 
as illustrated at the top 
of the next column: 





Second, when the brushing 
action starts, pressure releases 
the vehicle past the FLAG 
which then helps to spread 
the vehicle smoothly and 
evenly upon the surface to be 
covered. This insures a more 
uniform film of vehicle over 
the entire surface, thereby 
securing a_ bet- 
ter appearing, longer 
lasting job. 


——E 








An important operation in the manufacture of Osborn 
Paint and Varnish Brushes is the correct manipulation 
of the bristle to insure that its natural curve is IN, 
toward the center of the 
brush. 


Skilled workers manipulate 
the bristle so that it is cor- 
rectly ‘‘cupped’”’ to min- 
imize the possibility of the 
bristle ‘‘fingering’’ or sep- 





arating when in_ use. 
This “cupping” of the 
bristle insures a cor- 
rectly shaped brush. 


Still another point about 
Osborn Paint and Var- 
nish Brushes is the care 
used to prevent ‘‘shed- 
ding”’ bristle. Osborn 
uses a solution of pure, raw rubber into which the 
bristle is dipped until the rubber has soaked up 
thoroughly around the butt ends. 





Osborn Brushes are slowly vulcanized, at a low 
temperature, to protect the natural oils in the bristle. 
This provision prolongs the life of the brush. 








SSBOR® 


THERE IS A BETTER WEARING OSBORN BRUSH FOR PRACTICALLY EVERY USE 
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DISTRIBUTORS FAVOR INVOICES FOR 


DISTRIBUTING ENVELOPE STUFFERS 


@ NOTWITHSTANDING the 

fact that some distributors 
feel that the enclosure of man- 
ufacturers’ envelope stuffers 
with invoices and statements is 
a great waste, the majority of 
those cooperating with MILL 
SUPPLIES in a survey on this 
subject feel that the above 
method is superior to packing 
with shipments of kindred items. 
Some, as will be seen, believe 
neither method effective but pre- 
fer direct mailings to interested 
parties. 

Roughly two-thirds of those 
replying indicated a preference 
for invoices and statements as 
carriers for small advertising 
pieces. In general, their reason- 
ing is that mail of this type is 
sure to get into the office and 
in most cases will reach the pur- 


chasing department eventually. 

On the other hand, those who 
feel that stuffers should be 
packed with shipments of kin- 
dred items feel that only in this 
way can the distributor be sure 
that his advertising is reaching 
the men who specify materials. 
It is their opinion that most 
stuffers enclosed with invoices 
reach the waste basket without 
ever leaving the accounting de- 
partment. 

It is evident, from the healthy 
response, that distributors are 
interested in obtaining results 
from advertising of this type. 
The comments of several, listed 
below, may prove of value to 
many who are not now getting 
results. 

Charles L. Thornley, presi- 
dent, The Thornley Supply Com- 


ENCLOSE STUFFERS WITH /NVO/CES 


66% 


347, 


A survey conducted among distributors shows the majority to favor invoices and 


PACK STUFFERS 
W/TH SHIPMENTS 





statements as carriers for manufacturers’ envelope stuffers. 
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A department dedicated 
to better sales promotion 


methods in the supply 
business. Distributors are 
invited to contribute ideas 
on any activity of a sales 
promotional nature in or- 
der that maximum good 
may be obtained from an 
exchange of ideas. 








pany, Pawtucket, Rhode Island 
—‘We believe envelope stuffers 
packed with kindred items very 
seldom reach the right man.” 

E. C. Poehler, vice-president, 
Crerar Adams Company, Chi- 
cago, Illinois—‘Our own ex- 
perience shows it to be a waste 
of time and money. We are us- 
ing a direct sales letter to the 
individual and find it more ef- 
fective and an order getter.” 

A. J. Sparks, F. Raniville 
Company, Grand Rapids, Michi- 
gan—‘“In distributing manufac- 
turers’ envelope stuffers, we do 
not enclose them with invoices 
or statements. We send our en- 
velope stuffers out with ac- 
knowledgements of orders as we 
feel that the buyer who places 
the orders naturally gets the ac- 
knowledgments and any envel- 
ope stuffers sent with an ac- 
knowledgment naturally reach 
the man in charge of buying, 
whereas an invoice or statement 
often goes to the accounting de- 
partment, which is not inter- 
ested in any way, shape or man- 
ner in buying. Further, we are 
very careful to enclose envelope 
stuffers with shipments going 
direct into the factory to the 
man who uses the materials.” 

John T. Potts, president, The 
Galigher Company, Salt Lake 
City—“We have found that us- 
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Safeguard Automatic 
Liquid Level Gauge 















Ejector, Syphon or Jet Pump 






The predominance of Penberthy 
Products throughout industry is the inevi- 
table result of 47 years of conscientious effort 
to put better materials, superior design and more 
careful workmanship into their manufacture. 


Screw Plunger 
Grease Cup 





The highly satisfactory performance of Penberthy Products creates 
repeat business and good will for the distributor who handles them. 
Penberthy Products are sold only through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 


Manufacturers of Quality Products Since 1886 
Detroit, Michigan Windsor, Ontario 
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ing them in a direct mail cam- 
paign every two weeks is most 
effective.” 

Paul Roberts, general mana- 
ger, Paul Roberts Machine 
Works, Pocatello, Idaho — “We 
have found special advertising 
letters best to carry material of 
this sort.” 

Robert R. Rossman, president, 
Rossman Industrial Supply 
Company, Seattle, Washington 
—‘‘Stuffers with invoices gen- 
erally land in the waste basket. 
If packed in shipments, many of 
them get noticed by some one 
who is interested.” 

Robert Gillespie, president, 
Mill and Mine Supply Company, 
Seattle, Washington — “Not 
much good in either place. A 
drug on the market.” 

J. R. Schoenfield, Schwa- 
bacher Hardware Company, 
Seattle, Washington—“Envelope 
stuffers should be of proper 
size to fit a standard envelope. 
We find that many of them are 
about one-eighth inch too long 
and if they do not readily fit, 
the mail boys are apt to lay 
them aside and use others which 
can be stuffed without trouble. 
They should also be printed 
on light stock to avoid over- 
weights.” 

Carl C. Krueger, president, 
San Antonio Machine and Sup- 
ply Company, San Antonio, 
Texas —“If enclosed with in- 
voices, stuffers will reach the pur- 
chasing department. If enclosed 
with deliveries, the engineer or 
superintendent is reached. Both 
are good.” 

F. C. Morton, president, Bick- 
ford and Francis Belting Com- 
pany, Incorporated, Buffalo, 
New York—‘“A separate mail- 
ing is better than either form 
mentioned.” 

J. J. Badalli, president, Stand- 
ard Equipment and Supply Cor- 
poration, Hammond, Indiana— 
“Invoices are usually sent to the 
purchasing department and in 
this manner literature gets to 
the right party.” 

H. H. Johnstone, manager, 
mill supply department, The 
William T. Johnston Company, 
Cincinnati, Ohio—“The manu- 
facturer’s name on many stuff- 
ers is too prominent, making it 
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standard envelopes. 


sage. 





TIPS TO MANUFACTURERS 


Distributors feel that, to be most useful to them, 
manufacturers’ envelope enclosures should: 


1. Be of such size that they slip easily into 


2. Allow plenty of space for the distributor’s 
imprint. With many it is difficult to tell from 
whom the literature comes. 


3. Be brief and concise as to advertising mes- 











difficult to find the distributor’s 
name.” 

C. E. Hanssen, president, 
Louis Hanssen’s Sons, Daven- 
port, lowa—‘“Both are effective. 
It depends on the type of mer- 
chandise and the person you de- 
sire to reach. We enclose stuff- 
ers with invoices and send them 
direct to persons interested.” 

W. M. Hussey, president, 
Sterling Rubber Products Com- 
pany, Dayton, Ohio—“Our prin- 
cipal objection to envelope stuff- 
ers is that too many manufac- 
turers print their names in ex- 
tremely large size and leave such 
a small space for the distribu- 
tor’s imprint that at times it is 
almost impossible to find the dis- 
tributor’s name and local buy- 
ers think they are getting ad- 
vertising from the manufacturer 
rather than the distributor. We 
think that if the manufacturers 
would leave a more reasonable 
space for the distributor’s im- 
print it would be better for all 
concerned.” 

Joseph M. Schenck, president, 
H. D. Edwards and Company, 
Detroit, Michigan—‘“Little pref- 
erence between the two methods. 
We are of the opinion that only 
in the smaller plants does the 
literature reach the proper par- 
ties whether in envelopes or 
shipments.” 

S. P. Smith, sales manager, 
Coggins and Owens, Baltimore— 
“We use both methods—seems 
to work better that way.” 





. Hardware 


Ray C. Neal, president, The 
R. C. Neal Company, Incor- 
porated, Buffalo, New York— 
“When stuffers are packed with 
shipments they are often thrown 
away as packing whereas they 
reach the office when enclosed 
with invoices.” 

H. L. Miller, president, Ten- 
nessee Mill and Mine Supply 
Company, Knoxville, Tennessee 
—‘‘About 95 per cent of stuff- 
ers enclosed with invoices are 
thrown in the waste basket.” 


Guy W. Donahue, president, 
Stacy Supply Company, Spring- 
field, Massachusetts— “A tre- 
mendous waste any way it is 
handled.” 

J. Triblehorn, manager, mill 
supply department, Carlisle 
Company, Spring- 
field, Massachusetts—“We send 
out thousands with invoices and 
have received very favorable re- 
turns. We have also sent them 
in packages of goods but this 
brings back very few returns.” 

B. F. Norris, Sr., Norris Sup- 
ply Company, Gastonia, North 
Carolina—‘‘We believe advertis- 
ing matter should be more con- 
densed. Few of us take the time 
to read over large displays of 
printed matter.” 


CHANNON TELLS THE 
WORLD 
@ IN every large city one sees 
some great merchandising 
establishment founded by a 
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WORLD’S LARGEST MULTI-V-DRIVE 


G.T.M.—-SPECIFIED 







GOODYEAR EMERALD CORD V BELT 


INSTALLED BY WORTHINGTON PUMP AND MACHINERY CORPORATION 


HARRISON, NEW JERSEY 


On 1000 H P. Diesel drive 


ELASTIC ENVELOPE 
TAKES THE WEAR 


HIGH TENSION 
SECTION 


NEUTRAL 
SECTION 


HICH COMPRESSION 
SECTION i 


A big field for 
Goodyear Distributors 


sips practicability of using high-efficiency multi- 
ple V drives on heavy duty machinery is demon- 
strated by the 54-belt giant pictured here, said to 
be the largest in the world. 


It is part of a 1000 H.P. Diesel-driven pump installa- 
tion, recently made by the Worthington Pump and 
Machinery Corporation on a huge dredge operated 
by the McWilliams Dredging Company of Chicago. 


Because efficiency, dependability and long life com- 
mand a special premium in dredge service, the 
Worthington engineers took no chances. They speci- 
fied 54. Goodyear Emerald Cord V Belts, 1%" wide, 
420” long, as recommended by the G.T. M.—Good- 
year Technical Man—for these reasons: 


Emerald Cord V Belts are precision built in matched 
sets, uniform in length and accurate in cross-section 
— insuring practically slipless grip! 


The load is carried entirely by a core of high-tensile 
low-stretch cords, deeply embedded in high quality 
rubber that neutralizes the forces of tension and 
compression in flexing over pulleys — insuring 
greater strength, long flexing life and high fatigue 


resistance. 


"HINT 
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54 Goodyear Emerald 
Cord V Belts speed 
giant dredge pump 


As a result of this greater flexibility and grip, 
Emerald Cord V Belts transmit power with an effici- 
ency close to 100%, and permit a uniformity of 
operation impossible with other belts. 


GO AFTER THIS BUSINESS 


No wonder Goodyear distributors and their salesmen 
are steadily selling more and more Emerald Cord 
V Belts for heavy duty work on textile machinery; 
ball, rod and tube mills; clay, heavy sawmill and 
paper working machinery; crushers, pumps, com- 
pressors and other tough drives requiring maximum 
power-efficiency. 


If you are not a Goodyear Mechanical Rubber Goods 
Distributor, why not see if there is an opportunity 
for you to be one? For complete information, write 
Goodyear, Akron, Ohio, or Los Angeles, California. 


BELTS - MOLDED GOODS 


HOSE - PACKING 


MADE BY THE MAKERS OF GOODYEAR TIRES 












A little paint, judiciously applied, does much to inform passers-by of the type of 
supplies and equipment sold by the H. Channon Company, Chicago. 


hardy pioneer of other years. 
The city was a village when John 
Doe hung out his shingle and the 
only important thing about the 
sign was his name. Anyone in 
town could direct you to his place 
of business and tell you what 
lines he handled. 

The city grew and business 
split into separate lines. John’s 
house became a mill supply firm. 
The general public has never 
been inside this establishment, 
nor could it define a mill supply 
house. The citizens of Minne- 
apolis will tell you that a mill 
supply house is one catering to 
the flour mills, while the popu- 
lation of Providence is certain 
that a mill supply house is one 
dealing exclusively in needles, 
looms and such for the textile 
business. There are reasons, 
however, why the general pub- 
lic should know what the mill 
supply house really handles. 

Until recently one of the larg- 
est supply houses, H. Channon 
Company, Chicago, had only a 
sign announcing the name of the 
company on its great building. 
500,000 people a day passed this 
establishment and only a few 
saw the sign. Fewer still paused 
to speculate on the business of 
the firm. Here was a great busi- 
ness located within five minutes’ 
walk of the city hall yet an out 
of town customer might hail 
pedestrians indefinitely before 
finding one who could tell him 
the location of the firm. As to 
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goods which might be sold by 
this company—ah, there was a 
truly baffling mystery. 

Many supply houses believe 
that the job of telling what the 
firm sells should fall entirely on 
the weary shoulders of the sales 
force. Now the Channon Com- 
pany covers the entire central 
west and it would take an army 
of salesmen, not 35, to tell every 
prospect about all lines sold by 
this firm. As with any other 
concern, the salesman calls on 
the paving contractor, or black- 
smith, or the manufacturing 
plant and offers goods for which 


they may logically be assumed to 
be prospects. For this reason 
even old customers of the firm 
frequently have only a vague 
idea of the entire line sold by 
the company. 

The Channon Company be- 
lieves that this situation is the 
cause of many lost sales because 
customers always seem to be in 
the market for goods which one 
would not suspect were needed in 
the usual course of their work. 

Channon believes that the pub- 
lic should be made aware at least 
of the general lines it handles. 
For that reason it has painted an 
enormous sign across its win- 
dows which can be seen glinting 
in the sun from across the river. 
The name “Channon” is spread 
across the windows of the top 
floor. In smaller letters forming 
a T down the center of the build- 
ing are listed the principal lines 
handled. A pedestrian walking 
east across the Chicago river has 
ample time in which to digest 
this information. Hereafter he 
will know where the Channon 
company is located and what it 
sells. 

The location is particularly im- 
portant because the street ad- 
dress is 149 North Wacker 
Drive. This street is a continua- 
tion of West Wacker Drive and 
few people know exactly where 
one starts and the other stops. In 
search- (Continued on page 56) 








Sees and Faber booth at the recent “Spirit of Youth” Exposition held in Philadel- 
phia. Displays of this character are seen by thousands and are fine builders of 


good will. 


It is essential, however, that they be unusually well-arranged as is this 


one in order to meet the competition of others vying for visitors’ interest. 


MILL SUPPLIES 

















SELL YOUR CUSTOMERS 


assured 


BEARING 
PERFORMANCE 




































Absolute freedom from all undersurface defects 
eliminates rejections. Cast in Johnson Alloy 
No. 27—Copper 80—Tin 10—Lead 10— 
you have the Best General Purpose Bearing 
Bronze on the Market. This Bearing material 
assures you of “repeat sales,”’ thru “bearing 
performance for your customer.” 








In addition to Johnson UNIVERSAL 
Completely Machined Bars, all our 
| A Distributors have the right to sell 
: SIX General Purpose Bushings, Electric 
F vane Motor Service Bushings and Johnson 
; — Babbitts. This makes it possible to 
5 protects give complete bearing service to 
Li LL every customer. 
iM your sales 
i data al Sales and advertising helps 
3 cored and make it easier to build up 


profitable sales backed by our 
Six Point Protective Policy. 


mer chandized 
only through 
recognized 
distributors. 
2 Absolute freedom of A sample bar and a copy of 
competition by your 


our distributors agree- 


source of supply. 


or 


Definite sales helps to aid 
Distributors. 


ment is yours for the 


\ 
ae 4 | 


asking. See for yourself. 


4 Definite costs monthly with 
maintained selling prices, 
assuring reasonable profits. 

5 Constant quality product, rigidly WRITE for a Comparison of 

Weights Chart and see how Johnson 

UNIVERSAL Bronze Bars make a 

saving of at least 25% in weight 


supervised by chemists and 
metallurgists, accurately machined. 


6 Positive cooperation between factory 


and distributor. alone! 





JOHNSON BRONZE 


Cities 
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THE TREND OF SUPPLY SALES 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR JULY, 1934 
100 —= Average Monthly Sales, 1923—1925 


1933—Broken Black Line 


1934—Solid Black Line 


Sales Indicator for July nears 1933 level. 
Drops five points to 62.1 


@ THE general downward trend of sales in the 

industrial supply industry, started in May, 
places the Sales Indicator for July at a point only 
slightly above July, 1933. A glance at the above 
chart points to an almost sure intersection of the 
yearly curves in August. 

In contrast to 1933, when nearly all sections 
experienced an increase in business in July as com- 
pared with June, all territories suffered a decrease 
this year. The Indicator for the North Atlantic 
States dropped from 70.2 to 60.7; that for the 
Southern group from 74.2 to 70.5; the Middle 
Western from 62.1 to 58.1; and the Pacific Coast 
from 56.2 to 56.1. 

Indications, based on sales by reporting dis- 
tributors for ‘the first 15 days of August, point to 
a slightly lower figure than that for July. Many 
expect to hold their own, a few are looking for 
slight increases, but the majority are counting on 
drops of from 5% to 10%. 


26 


Letters from a few distributors indicate that 
there still exists some doubt as to how the Sales 
Indicator is computed. Nearly two years ago, 
about 150 distributors reported to MILL SUPPLIES 
their average monthly sales during the years 
1923, 1924 and 1925. This figure was arbitrarily 
set up as 100 for each distributor. Since that time 
monthly sales have been reported in dollars. Then, 
in order to calculate the monthly figure for the 
Sales Indicator, the total reported sales are com- 
pared with the total average monthly sales for 
1923-1925 as reported by the same distributors. 

The picture of business which these reports give 
is the first of its kind in this industry. Based on 
actual dollar sales, it eliminates the false picture 
yielded by a totalling of percentages. 

Territorial Indicators are computed from re- 
ports received from the five geographical sections 
indicated on page 28. The method of computa- 
tion is identical with that explained above. 
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@ Buyers of headed and threaded products have ac- 
quired a wholesome respect for the name Upson, as 
continued use of bolts, nuts and rivets bearing this old 
name has proved their dependability year after year. 

Upson Products in your stock are a sound invest- 
ment. They represent the best steel that money can 
buy—the best workmanship that fine machinery and 
skilled men can put into forming that steel into bolts, 
nuts and rivets—and an almost uncanny care in inspect- 
ing, packaging and shipping to avoid expensive errors. 


Your stock, as a supplier, should be as complete as 





the needs of your customers demand. Yet you can 
always figure that back of your own supply is the Upson 
stock with more than 5000 items ready at a moment’s 
notice to start the journey down the chutes that lead to 


the shipping platform and to you. 


uPSsSON NUT Otrviston 


REPUBLIC STEEL 


CORPORATION 


CLEVELAND, OHIO 
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NORTH ATLANTIC STATES 


Holding true to advance reports, the Sales Indicator for this group dreps 
to 60.7 for July, as compared with 70.2 in June. This drop, the second in as 
many months, brings the 1934 curve to almost the same point as that for 
1933. Most distributors expect a slight decrease for August. 







SOUTHERN STATES 


Still topping the heap, but some four points lower than June, the South- 
ern Indicator reads 70.5 for July, as compared with 74.2 in June. It appears, 
from reports based on sales for the first 15 days of August, that the final 
figures may be about the same as for July or perhaps 5% lower, at the most. 







MIDDLE WESTERN STATES 


Still plugging along on a fairly even keel, sales of Middle Western dis- 
tributors push the Sales Indicator for that section to 58.1 for July, as com- 
pared with 62.1 in June. A further drop of from three to six points is looked 
for in August, if sales for the first 15 days can be taken as a criterion. 


WESTERN STATES 


For the second successive month, the small number of reports received 
from this section make it impossible to present a true picture. Rather 
than mislead, this figure is omitted. 






PACIFIC COAST STATES 


Although a terrific drop from the June level was expected, due, of course, 
to the widespread effects of the longshoremen’s strike, the Indicator for 
this territory receded only from 56.2 in June to 56.1 in July. In most cases 
August sales are expected to be considerably better. 
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| 7 ae DEMANDS 


roved 
PRODUCTS 


For almost a century Powell Valves 
have been the choice of engineers. Be- 
cause of the fundamentally correct 
design, workmanship, and materials, 
they meet the exacting demands 
of industry ... withstand even 
abnormal working conditions. 
They are sturdy valves — built 
to last. The seats and discs 
can be renewed and the 
valves repacked under 
pressure without dis- 


connecting them from 








the pipe line. 



















tO], i -1@) > 4 
GATE VALVE 


VALVES 


SINCE 1846! 


Y 


It’s a serious matter ... costly and annoying ... when 
a busy plant has to shut down for valve repairs. 
That’s why it pays to use Powell service-proved products— 
valves that you can rely upon for dependable performance. 


THE WM. POWELL COMPANY 
2525 SPRING GROVE AVENUE, CINCINNATI, OHIO 


POWELL 






OWELL VALVE 
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KEEPING POSTED 


‘Newsy facts about industrial distributors 
and their salesmen 
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MINNEAPOLIS DISTRIBUTORS 
AFFECTED BY STRIKE 


@ THE long drawn out strike of 

truck drivers in Minneapolis 
resulted in an embarrassing situ- 
ation for industrial distributors. 

Six men met their deaths 
through strike violence and 500 
were wounded. The governor 
declared martial law and as a 
military order permits to operate 
trucks were issued only to such 
firms as agreed to the mediation 
plan. 

As usual the innocent bystand- 
er got the overripe egg. Indus- 
trial distributors were all paying 
wages satisfactory to their driv- 
ers and in most cases far above 
the demands of the strikers. It 
would appear on the surface that 
their troubles would have been 
eliminated simply by signing the 
mediation agreement, but other 
angles of the case prevented this. 

The big truck operators, claim- 
ing that to give in would be a vic- 
tory for communism, stood pat. 
Thus, the distributors found 
themselves on the spot. If they 


Unloading State troops in the heart of the Minneapolis business district. The truck 


did not sign the agreement they 
could not operate their trucks 
and so lost business. If they did 
sign they incurred the disap- 
proval of all big operators in 
Minneapolis, and this meant loss 
of business from their best cus- 
tomers. 


On the strike situation the 
printed word is plentiful, more 
so than truth. In the Minneap- 
olis Labor Review the names of 
several local supply houses are 
listed among 166 as “defying the 
government although claiming to 
be patriots. . . . These firms con- 
sider it a great advertisement for 
their business to starve your 
wives and children.” Most of 
these demon distributors kept 
their drivers on the payroll and 
had them do odd jobs around the 
warehouse. 


DISTRIBUTORS PLANNING 
FALL DRIVE FOR BUSINESS 
@ THAT there is a widespread 

feeling among distributors 
that business this Fall will be 





drivers’ strike in that city seriously crippled supply house operation. 
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better and that an extra push 
will be productive of results, is 
seen from reported plans of sup- 
ply men in all sections of the 
country. Various means of ap- 
plying this “push” are men- 
tioned but all are aimed at the 
same target. 

Some intend to publish new 
catalogs. Among these are the 
Baldwin-Hall Company, Syra- 
cuse, New York, and the Schwa- 
backer Hardware Company, 
Seattle, Washington. 

Among the houses planning to 
employ an intensive mail cam- 
paign are Crerar, Adams and 
Company, Chicago; Odell Mill 
Supply Company, Greensboro, 
North Carolina; The Westwater 


Supply Company, Columbus, 
Ohio; Louis Hanssen’s Sons, 
Davenport, Iowa; Standard 


Equipment and Supply Corpora- 
tion, Hammond, Indiana; San 
Antonio Machine and Supply 
Company, San Antonio, Texas; 
Mill and Mine Supply Company, 
Seattle, Washington; Para- 
mount Rubber and Mill Sup- 
plies, Tacoma, Washington; 
Paul Roberts Machine Works, 
Pocatello, Idaho; The Galigher 
Company, Salt Lake City, Utah; 
F. Raniville Company, Grand 
Rapids, Michigan, and the Lan- 
man Supply Company, El Reno, 
Oklahoma. 

The Tennessee Mill and Mine 
Supply Company, Knoxville, 
Tennessee, is planning an exten- 
sive exhibit of automatic water 
systems, v-belt drives, wood- 
working equipment, wire rope 
and other items at the Knox 
County fair during September. 
The Paul Roberts Machine 
Works, Pocatello, Idaho, is 
working toward an _ industrial 
exhibit some time this winter. 

Vance Boyd, Standard-Shan- 
non Supply Company, Philadel- 
phia, has laid plans for a special 
series of educational sales meet- 
ings. 

Still others are planning to 
make more and more sales con- 
tacts, feeling as does B. F. Nor- 
ris, Sr., Gastonia, North Caro- 
lina, “From years of experience, 
we are of the firm belief that 
not only ourselves but many 
others have lost much good busi- 
ness through failure to keep in 
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Hewitt Co-operation brings you 


@ However highly you may esteem theo- 
retical knowledge, you have got to admit 
—as we at Hewitt do—that theory must 
always be tempered by good, practical ex- 
perience. This policy is reflected through- 
out the Hewitt plant and among Hewitt 
field representatives. 

Our Chief Engineer, C. H. Paeplow (on 
right), has been with us for 30 years; 
our plant superintendent, Wil- 
liam Brockner, for 20 years. 
Hewitt field representatives 







have an average of 18 years of “rubber 
experience” per man! And they’re all 
specialists in industrial rubber goods. 
No wonder so many industries have 
learned to depend on Hewitt experience 
for practical “ rubber”. To them it is syn- 
onymous with trouble-free performance 
at lowest ultimate cost, and another 
reason why the Hewitt line shows 
profits for the distributor. 
Hewitt Rubber Corporation, 
Buffalo, New York. 


Lo-opeation 


IT T conporation 


THE GUTTA 4 PERCHA & & RUBBER MANUFACTURING CO. EST. 1859... HEWITT RUBBER COMPAN' 
CONVEYOR AND TRANSMISSION BELTS 





PACKING 





MEN WHO'VE GROWN UP WITH “RUBBER” 
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Marshall-Wells Company has a large and well-stocked warehouse in Aberdeen, 


Washington, the space being devoted entirely to industrial supplies. 
kept moving along by the three hustlers shown in this picture. Left to right: E. P. 


Business is 


Tyler, manager; R. O. Rasmussen, office manager; Clarence Hunter, warehouse. 





close personal contact with cus- 
tomers and prospects.” 

Plans of the above type, aimed 
as they are at a goal of better 
selling, are bound to bring re- 
sults, regardless of whether 
business swings as far ahead as 
expected or not. 


REDUCES COST OF TAKING 
INVENTORY 
@ WHEN the Campbell Hard- 
ware Company, Seattle, Wash- 
ington, took inventory last De- 
cember, the necessity for paying 
the code rate of time and one- 
third for overtime brought to 
light the excessive cost of this 
operation. 

A study revealed that the ar- 
rangement of the inventory had 
much to do with these high costs. 
A service floor had been main- 
tained on which were stocked 
small quantities of nearly every 
item carried. Thus each item of 
stock was carried in two different 
locations with obvious additional 
costs of tallying a result. 

“It was felt,” says W. Camp- 
bell, vice-president, “that in most 
cases the stock could be concen- 
trated in one place only. Since 
April we have been working dili- 
gently with this thought in 
mind.” 

The housing of virtually all of 
the merchandise on all seven 
floors has been changed. It is 
expected that all changes will be 
effected by the middle of Septem- 
ber. Already tremendous sav- 
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ings in time and money have 
been effected. It has speeded up 
buying and gives a more accurate 
check of stock, to say nothing of 
a noticeable improvement in the 
filling of orders. 


J. M. C. ISSUES MARKETING 
MAPS 
@ SUBSCRIBERS to the Joint 

Merchandising Committee last 
month received from that com- 
mittee’s office in Richmond, Vir- 
ginia, a marketing map designed 
to point out the market for indus- 
trial supply and equipment items 
among manufacturing plants. 

The map and accompanying 
data sheet were prepared by the 
Joint Merchandising Committee 
in collaboration with the Ameri- 
can Supply and Machinery Man- 
ufacturers Association. 

In addition to portraying 
graphically the location of manu- 
facturing markets, the map 
points out the concentration of 
industrial distributors, thus 
pointing out again to manufac- 
turers that the industrial dis- 
tributors of the country offer a 
complete distribution setup for 
manufacturers desiring to sell 
their products to industry. 


FOSTER RUNS A HOTEL 
e “THEY have me _ working 
about 16 hours a day again,” 
commented F. G. Foster, of Ho- 
quiam, Washington. Mr. Foster 
is president of the F. G. Foster 
Company, distributor of hard- 


ware, industrial and electrical 
supplies, as well as president of 
the Bank of Hoquiam. He has 
many additional activities. 

The direct cause for his lament 
was the fact that he has now 
taken over the reorganization 
and actual management of the 
Hotel Emerson, the leading hotel 
in Hoquiam. It isa modern hotel 
of 106 rooms. Mr. Foster was 
found up on the mezzanine floor 
in the typical hotel manager’s 
office, and working hard. The 
institution got into financial dif- 
ficulties, and as it would not do 
for a city the size of Hoquiam 
to have its main hotel close its 
doors, someone had to take hold 
and straighten it out. 

As a consequence, Mr. Foster 
has not been able to devote the 
usual time to the wholesale busi- 
ness, and so, F. S. Foster, vice- 
president, has taken on most of 
the managerial duties there. 


ADAM DECKER OPENS 
INDUSTRIAL DEPARTMENT 
@ AN industrial department, 
which will specialize in the 
sale of mechanical rubber goods, 
has been organized by the Adam 
Decker Hardware Company, St. 
Paul, Minnesota. 

Clarence M. Moulden, who has 
had 25 years of experience in the 
hardware business in the Twin 
Cities, will manage the depart- 
ment. The company will repre- 
sent the Republic Rubber Com- 
pany. 


FISHER MANAGES ODELL 

MILL SUPPLY COMPANY 
e W. T. McLEOD, president, 

has announced the appoint- 
ment of Karl] Fisher as manager 
of the Odell Mill Supply Com- 
pany, Greensboro, South Caro- 
lina. Mr. Fisher succeeds R. W. 
Wallace, who died some months 
ago. 


BIGGS AND COMPANY 
PRESIDENT DEAD 
e JAMES BIGGS, president 
and general manager of Biggs 
and Company, Wichita Falls, 
Texas, died on Sunday, July 29. 
No announcement of his success- 
or has been made. 
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“PM NO 
ENGINEER... 


but | know the economy of 


GILMER V-BELTS” 


..- “Pm a cost clerk with an industrial 
firm. It’s up to me to keep an accurate 
record of the maintenance costs of every 
piece of equipment we buy. My records 
tell me that Gilmer V’s don’t break down 
like some belts we have used ... that 
Gilmer V’s must ‘have something’ .” 


In one plant after another, Gilmer V- Belts 
receive high praise. Naturally, we are pleased 
—but never surprised. The reason: We know 
how Gilmer V- Belts are made. We know what 
they can do. 


Gilmer V-Belts are constructed of three com- 
positions of tough, flexible, heat-resisting rub- 
ber and the finest cords and fabrics money can 


NOW READY... the 
new Gilmer V-Belt Catalog 


It's jammed with the latest infor- 
mationonV-belts and V-drives,and 
other pertinent, up-to-the-minute 
engineering data. It will help you 
solve many perplexing power- 
transmission problems. 


MAIL THIS COUPON NOW! 
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buy. Because of that construction, Gilmer V- 
Belts have enough stretch, yet never slip. Even 
under stress of high speeds and heavy over- 
loads, they transmit dependable and maximum 
power. That’s why, once they’re sold, they stay 
sold... why theyrepresent,to mill supply houses, 
the most profitable of all makes of V-Belts. 


L. H. GILMER CO., Tacony, Phila., Pa. 






L. H. GILMER COMPANY 
Tacony, Philadelphia, Pa. 





Gentlemen : 
Please send me, free of charge, your new V-Belt Catalog. 

Name.________.- 

Company ...._..... 
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Added sales possibilities—a wide variety of new 
tools, new designs and new sizes—each filling a defi- 
nite need. New Tools Booklets, supplementing our 
Small Tool Catalog are bringing these new tools 
before interested users. Sent to dealers on request. 
Brown & Sharpe Mfg. Co., Providence, R. I. 











NATIONAL ASSOCIATION 
| APPOINTS COMMITTEES 

@e WILLIAM T. TODD, JR., 
| Somers, Fitler and Todd Com- 
| pany, Pittsburgh, and president 
| of the National Supply and Ma- 
_chinery Distributors’ Associa- 
| tion, has announced his appoint- 


~ | ments to various committees of 


_ the latter group. 
H. W. Strong, The Strong, 
Carlisle and Hammond Company, 
Cleveland, heads the committee 








HERBERT W. STRONG. 











on overhead expense research. 
Serving with him are: G. Ches- 
ton Carey, Carey Machinery and 
Supply Company; Carl A. Chan- 
non, Great Lakes Supply Com- 
pany; H. E. Howard, Ducommun 
Corporation; and William W. 


Edwards, Federal Hardware 


Company. 

John T. Potts, The Galigher 
Company, Salt Lake City, is 
chairman of the membership 
committee. Members are: A. B. 
Paull, Beals, McCarthy and Rog- 
ers, Incorporated ; A. J. Glesener, 
A. J. Glesener Company; J. B. 


mer Mes 











JOHN T. POTTS 
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Chrome-Mo-lyb-de 


There is no substitute for providing the Distributor 
with strong lines — 


Goods in demand, aggressively advertised, ethically 
merchandised, backed by a company liberal with the backing. 


In these particulars there is no substitute for the Allen 
screw, wherein the basic strength of the product itself is ac- 
companied by strength of organization and ample resources. 


Jobber-distributed for twenty-four years, and Jobber- 
favored all these years for dependability of product and 
sales -policies — 


ALLEN supplies you a Hollow Screw line exactly 


in line with your profit-making requirements. 


THE ALLEN Mc. COMPANY 


HARrTrorn, Conn. U.$.A. 











Corby, Corby Supply Company ; 


| W. C. Hunter, The Ross-Wil- 


loughby Company; Fred Pfeif- 
fer, Neill La Vielle Supply Com- 
pany, Incorporated; and A. J. 


| Sparks, F. Raniville Company. 


H. E. Ruhf, Cleveland Tool and 
Supply Company, is chairman of 








H. E. RUHF 











the committee on relations with 
manufacturers, with Charles E. 
Curtis, Western Iron Stores 
Company, as. vice-chairman. 
They will be assisted by George 
H. Cherrington, Standard Ma- 
chinists Supply Company; R. C. 
Duncan, R. C. Duncan Company ; 
and George A. F. Perry, Chase 
Parker Company. 
Representatives of the associ- 
ation on various group-by-indus- 
try committees have been ap- 
pointed as follows: Abrasives 
and Grinding Wheels, Harry 
Casper, Pittsburgh Gage and 
Supply Company; Pipe, Valves, 
Fittings and Steam Specialties, 
Charles Pattison, W. M. Pattison 
Supply Company; All Wrenches, 
Percy G. Maddock, Maddock and 
Company ; Tool Holders, Chucks, 
Dogs and Clamps, Charles E. Al- 
linger, The Charles A. Strel- 
linger Company; Electric Tools, 
J. R. Kelley, Manning, Maxwell 
and Moore, Incorporated; Chain 
and Chain Hoists, Samuel D. 


' Conant, Sligo Iron Store Com- 


pany; All Saws, George A. F. 
Perry, Chase Parker Company ; 


| All Files, A. R. Smith, Boyer- 


Campbell Company; Power 
Transmission Equipment, G. M. 
Bockstahler, Indianapolis Belt- 
ing and Supply Company; Bolts, 
Nuts and Rivets, H. H. Riddle, 
The George Worthington Com- 
pany ; Cap and Set Screws, Elmer 
Eison, W. Bingham Company ; 
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REX ROLLER CHAINS 


—for all high speed drives — 
available in all standard sizes, in 
single and multiple strands to 





“REX ROLLER CHAIN 








meet the requirements for prac- 
tically any high speed plant or 
duplicate machinery drive 











STEEL DRIVE CHAINS 


An all steel roller chain for all 
types of heavy duty, with rela- 
tively high working speeds. The 
unit link principle by which the 
accurately made and machined 
parts of this chain are assembled 
makes it particularly efficient for 
severe service. Also made in long 


| REX CHIABELCO> 


EVER CAST 


CHAINS OF MANY USES 


Rex Z-Metal Chain, a chain cast 
in all malleable patterns, is ap- 
proximately 30% stronger than 
the best malleable iron of the 
same number and is much more 
resistant to corrosion, abrasion 
and pounding. It finds a wide 
variety of uses in both plants 
and machine assemblies. Where 
trouble is met with malleable 
chains it is frequently the answer 
—at low cost... 


OTHER REX CHAINS 


The Chain Belt Company also 
makes a complete line of sprocket 
chains for every type of use—as 
well as a wide line of special chains. 
Complete information on request. 


pitch conveyor sizes up to any 
practicable strength. 


CHAIN BELT COMPANY 


1622 W. Bruce St. MILWAUKEE, WIS. 


aT 7. VT, ‘leompany 


CHAIN é BELT CONVEYING 


SEPTEMBER, 1934 











This Message ss VUddsessed bo Lunkenher mes 


Distibulors and Shea Salesmen. 





Savings for Your Customers 







Fig. 1571 
BRONZE 
AIR COCK 


150 Ib. Pressure 


Fig. 1573 
BRONZE 
MINE SERVICE 
AIR COCK 
150 lb. Pressure 





Fig. 96 
BRONZE 
AIR NOZZLE 


Air Cocks are illustrated and 
in booklet 543; Air Nozzles 
in booklet 533-A. Have you 
a supply for distribution? 





AREA OF 
AIR 
LEAK 
aE Total cost of waste 
per month lle per 
_ 1,000 cubic feet 


Number of cubic 
| feet per month at 
75-lb. pressure 


Diameter 
Inches 








%” 13,468,000 $1,481.44 
%” 7,558,500 831.44 
¥,” 3,366,990 370.37 
%,” 824,570 90.70 
1/16” 213,000 23.43 
1/32” 52.910 5.82 





Use this chart to show your cus- 
tomers the cost of air leaks. They 
will be surprised to learn that a leak 
as small as a pin head may waste 
$5.82 per month. 


Every plant in your territory using 
compressed air is a potential prospect 
for the sale of Lunkenheimer Air 
Devices. You will render your cus- 
tomers a real service by pointing out 
how they can eliminate costly air 
leakage by installing  tight-closing 
control devices, both at the hose de- 
livery end and between air pipe and 
hose. 


Lunkenheimer Air Cocks and Air 
Nozzles are correctly designed and 
constructed to stay tight in service. 
They provide another opportunity to 





| Company ; 


Machinists’ Vises and Pipe Tools, 
Howard F. St. George, Shadbolt 
and Boyd Company ; Small Power 
Tools, H. V. Waterman, Hendrie 
and Bolthoff Manufacturing 
Company ; Knife Group, William 
A. Haseltine, J. E. Haseltine and 
Mechanical Rubber 
Goods, Mark F. Murdock, The 
M. F. Murdock Company ; Indus- 
trial Maintenance, Wendell H. 
Clark, Samuel Harris and Com- 
pany; Refractories, W. C. Hunt- 


er, The Ross-Willoughby Com- 





sell “‘Lunkenheimer Standardization” | 


with consequent building of perma- 
nent and profitable customer trade. 


On every call you make be on the | 


alert for possible sales of Lunken- 
heimer Air Devices. 


THE LUNKENHEIMERCS 
—wQUALITY’=— 


CINCINNATI, OHIO. U.S.A. 
NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT. 318-322 HUDSON ST, NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 
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pany. 


NORRIS SUPPLY CHANGES 
NAME 


@ AS a result of the consolida- 

tion of the Norris Supply 
Company, Gastonia, North Caro- 
lina, and the Gaston Machine 
Works, the name of the former 
company has been changed to 
the Norris Supply and Machine 
Company. 


LINES AND SALESMAN 
ADDED BY TULSA 
DISTRIBUTOR 
e THE MACHINE TOOL AND 

SUPPLY COMPANY, Tulsa, 
Oklahoma, is now handling 
Laclede-Christy fire brick and 
cements and Ingersoll-Rand port- 
able tools. 

E. C. Powell, formerly with 
the Frick-Reid Supply Company, 
Pittsburgh, Pennsylvania, has 
been added to the sales force. 





A. W. Davis, president; H. C. Jones, 
secretary and Millard Smith, salesman, 
of the Davis Supply Company, Port- 
land, Oregon. Mr. Smith was formerly 
with the Mill and Mine Supply Com- 
pany, predecessor of the Davis Supply 


Company, as assistant manager. He 

was later employed as a salesman for 

J. E. Haseltine and Company, return- 

ing to his old stamping grounds on 
July 15 of this year. 
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... From Super-Master Steam Hose to 
garden hose... every type of hose 
your customers will require. 


Manhattan Hose is scientifically de- 
signed. Knowledge accumulated dur- 
ing 41 years of hose manufacturing 
is embodied to the best advantage 
in every type. Absolute dependability 
and long service are the incentives for 
improvement over this long period. 


A jobber of Manhattan Hose can sell 
with confidence; adjustments will be 
negligible. 


The Manhattan Franchise insures com- 
plete cooperation with our Jobbers 
and assists where requested with 
engineering and factory advisory 
facilities . . . Write for details. 


purpose 





ACID 





AIR 





AIRPORT FUELING 





BREWERS 





CHEMICAL ENGINE 





CONTRACTORS 





CREAMERY AND PACKERS 





DREDGE SLEEVES 








GARDEN 





HYDRAULIC 





OIL-PROOF 





ORCHARD SPRAY 





PAPER MILL 





PAINT SPRAY 





SAND BLAST 





SAND SUCTION 





SOLVENT 





STEAM 





SUCTION 





WATER 





WELDING 





THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 


EXECUTIVE OFFICES ano FACTORIES, PASSAIC, NEW JERSEY 


CPTEMBER, 1934 
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Quality 
TOOLS 


When 
ARMSTRONG Ad 


announces... 


When ARMSTRONG announces a new line it’s news to 
industrial distributors—for it means added opportunity 
for increased sales and profit. ARMSTRONG Lines 
are always “sure thing’—are certain of immediate 
acceptance, are certain to deliver, are certain to be 
ARMSTRONG Quality—the finest that can be made. 


They are certain to give complete satisfaction and build 
business. 


ARMSTRONG means many more things important es- 
pecially to industrial distributors: (lst) Complete 
lines that need no fill-ins; (2nd) Lines that will be con- 
tinuously advertising; (3rd) Dealers’ Helps; (4th) A 
blanket unconditional guarantee; (5th) Protected mar- 
gins and profits; (6th) Recognized Quality Leadership 

for the distributor who sells it; (7th) 
ARMSTRONG The introduction into another field of 


Test Welders the strong Armstrong Jobber Policy— 
Lathe Dogs 


that has held fast for 40 years. 
sie teers an =». When ARMSTRONG announces a new 


Drill Posts line it stirs up “the old axiom” again. 
Planer Jacks ‘s -- 
You hear it in all parts of the coun- 


Machine Shop Specialties 
try, “you'll never get stuck on an 
ARMSTIENG BROS. ARMSTRONG Line”’. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 


Ratchet Drills 
“C"’ Clamps 


Watch next month for important 
announcement, 


ARMSTRONG BROS. TOOL CO. 


‘‘The Tool Holder People’’ 


305 N. Francisco Ave. 
Supply House 4 


New York Sales Office: 109 Lafayette Street 


CHICAGO, U.S. A. 


WANT TO GO WEST? 


e SOME industrial distributor, 

who has had his eye on the 
Pacific Northwest, may be inter- 
ested in a piece of news picked 
up by MILL SUPPLIES’ reporter at 
Aberdeen, Washington. This is 
the principal city in the Gray’s 
Harbor district, on tide water, 
and a center for lumber mills and 
allied industries, such as pulp 
plants, furniture and veneer fac- 
tories. Salmon packing is also 
one of the industries. 

The Diamond Machinery Com- 
pany, 415 South F Street, is open 
for outright sale or reorganiza- 
tion. J. B. Sawyer, president and 
principal owner, died last March 
and his widow wishes to liqui- 
date her interest. L. A. Sawyer, 
secretary of the company, who 
owns an interest, is agreeable to 
a sale or reorganization and is 
in a position to give details. 

This is a going concern, estab- 
lished in 1919, specializing in 
logging and pumping equipment. 


STORE MANAGER WANTED 


© A large, well-established mill 
supply and machinery house 


| in Virginia is desirous of secur- 
| ing the services of a competent 


man, amply qualified to fill the 
position of store manager. 

Send full details to Sales Pro- 
motion Manager, MILL SUPPLIES. 
They will be forwarded. 


JOHNSTON COMPANY PLANS 
LARGER SALES FORCE 
e H. H. JOHNSTON, manager 
of the mill supply department, 
The William T. Johnston Com- 
pany, Cincinnati, Ohio, is plan- 
ning to increase his sales force 
in September. He says, “We be- 
lieve that we are now headed for 
real business.” 


PARAMOUNT RUBBER 
ADDS LINES 

e TWO new lines, hand tools 

and steam gages, have been 
added to the list of supplies and 
equipment distributed by Para- 
mount Rubber and Mill Supplies, 
Tacoma, Washington, according 
to information received from I. 
H. Bertke, president. 
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JOBBERS ARE CASHING IN 


ON NEW ALEMITE HYDRAULIC 
INDUSTRIAL LUBRICATION 


® YES-WEVE EVEN MADE ADDITIONAL 
SAVINGS IN MAINTENANCE AND LABOR 
SINCE WE CHANGED OVER TO THE NEW 
ALEMITE HYDRAULIC 

LUBRICATION SYSTEM 


Alemite Extends 
Its Jobber Policy to Offer 
You a Profit Opportunity 
Never Before Equaled 
in the Industrial Field! 


Are You Getting Your Share ? 


@ Here's the brightest spot in the industrial pic- 
ture! Jobbers who started to handle the new Alemite 
Hydraulic Lubrication System, which develops 
10,000 lbs. per-square-inch pressure by hand, are 
“cleaning up.” The entire line of Alemite Indus- 
trial Equipment is open to you on a generously 
profitable basis. 


Thousands of plants have made important sav- 
ings since the introduction of the original Alemite 
Lubrication System. Plant Superintendents have 
found that an Alemite installation pays for itself in 
a few months in savings on lubricant consumption 
alone. Think what this good will will mean to you! 


With the introduction of the new Alemite Hydrau- 
lic Lubrication System it has become possible to 
make amazing new savings in production costs! 
With hours, wages, and selling prices largely pre- 
determined by code regulations, such savings are 


ALEMITE CORPORATION 


Division of Stewart-Warner Corp'n 


1886 Diversey Parkway 






SEPTEMBER, 1934 


Chicago, Illinois 





now more important than ever before. The new fit- 
tings can be quickly installed on equipment now 
lubricated by oil holes, grease cups, or previous 
Alemite systems. 

Here’s a real opportunity for your men to make 
money for you and for themselves. If you haven’t 
done so, there’s still time to get in on it! 


WRITE! WIRE! PHONE! OR 


I" SEND COUPON FOR DETAILS xz» | 


ODE 
| Alemite Corporation, Div. of Stewart-Warner Corp’n. | 
1886 Diversey Parkway, Chicago, Ill. l 
Send complete details on ALEMITE Hydraulic Lubrication 
System and your new jobber deal at once! | 


| Name 


Company | 






Title....... 









¥ 


santas tack as Made: 


‘Question No. 2— 


Does your inventory turn over at least four times 
a year and give you a good margin of profit? 











The Barnes Distributor 
Answers “YES” Because — 


Hack saw blades and metal cutting band saws are per- 
ishable tools. This means repeat business provided you 
have a line that satisfies your trade. 

Your hack saw blade stock should turn over at least four 
times a year. 

Barnes factory trained salesmen soon learn the needs 
of your trade and will help you select the stock items that 
will turn most frequently. In addition, they will help you, 
by direct efforts, to increase sales and speed up turnover. 

Quick turnover on a conservative inventory means 
greater profits for you. Let us help you. 


Qe 


BARNES SPECIAL UNBREAKABLE 
Hand Blades 


Barnes SPECIAL UNBREAKABLE blades are in a class by them- 
selves because of special heat treatment. (Don't confuse them with 
other "special" blades on the market.) They are "fool proof," easy 
to sell and carry an especially attractive margin of profit. They 
will do the work of both the all-hard and flexible blades and do it 
better. They satisfy the skilled mechanic and stand the abuse of the 
unskilled mechanic. They will not break when used in a hack saw 
frame. A Barnes salesman will gladly tell you more about them. 


*This is the second in a series of questions 

and answers on hack saw distribution. 

Look for No. 3 in the October issue of 
MILL SUPPLIES 
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W. O. BARNES CoO., INC. 
1297 Terminal Ave. Detroit, Mich. 


and Leading Jobbers Everywhere 
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E. F. Sands, 
Cary and Sands Company, St. Paul, 
Minnesota, passed away in March, after 
53 years in the supply business. He is 
survived by his three sons shown here. 
left to right: H. E. Sands, president; 


president of Robinson, 


E. F. Sands, Jr., vice-president and 
R. A. Sands, treasurer. 





CARLISLE HARDWARE 

DISTRIBUTES PYRENE 
e THE CARLISLE HARD- 

WARE COMPANY, Spring- 
field, Massachusetts, has 
arranged to carry a complete 
line of Pyrene fire extinguishers. 
It is planned to push this line 
hard after September 1 and J. 
Triblehorn, manager of the mill 
supply department, is looking for- 
ward to very favorable. results. 


LUNKENHEIMER LINE FOR 
PATTERSON 

@e THE line of valves manufac- 
tured by The Lunkenheimer 

Company, Cincinnati, Ohio, is 

being distributed by the W. S. 

Patterson Company, Appleton, 

Wisconsin. 


HEWITT LINE FOR MILL AND 
MINE SUPPLY 
e THE MILL AND MINE SUP- 
PLY COMPANY, Seattle, 
Washington, has announced that 
it is now distributing the line of 
mechanical rubber goods manu- 
factured by the Hewitt Rubber 
Company, Buffalo. 


SAN ANTONIO MACHINE AND 
SUPPLY ADDS SALESMAN 
@e CARL C. KRUEGER, presi- 

dent, San Antonio Machine 
and Supply Company, San An- 
tonio, Texas, has announced the 
employment of H. V. White, who 
will specialize on sales to the car- 
bon black plants and the refin- 
eries in the Amarillo territory. 
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WESTERN WAREHOUSE AND SALES OFFICE, 
SEPTEMBER, 1934 
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COMBINATION 
BORING-TOOL HOLDER 


Here's a light-service “Agrippa” 
Boring and Internal Threading Tool Holder, un- 
usually convenient and economical for tool room 
use and all light work. Ideal for boring and internal 
threading small diameters. Also accommodates 
square bits for light turning in precision lathes. 
Three sizes available: No. 15—shank 34 x 34”, 
equipped with two finished high speed bars, 14 and 
14” diameters; No.16— 14x 1”, with bars 3¢ and 5¢”; 
No. 17—54x114”, with bars 14 and 34”. One hard- 
ened high speed square cutter also furnished with 
each Holder— sizes 14, 5¢ and 34” respectively. 
Dealers will find a ready market for this versa- 


tile tool of genuine “Agrippa” quality. Write for 
information. 


J. WH. WILLIAMS & CO. 
“ The Wrench People” 
75 Spring Street New York 





TOOL HOLDERS 


“THE HOLDERS THAT HOLD” 
CHICAGO ——] WORKS, BUFFALO, WN. Y. 


43 

















44 





ad 


' 


— « 
— 
me 


- cmmmmmmmedddd Adddddiddsddd bAAsAdde 





Fig. 0304 


Show Customers How To Reduce Expenses 


and You'll Both Be Money Ahead 


Help customers save money and you won’t have to worry about 
competition. Fairbanks Renewable Ring Gate Valves would save 
them real money if they are using non-renewable valves with the 
seats cast integral or threaded in the body. For it is then almost 
impossible to reface or renew these seats without stripping the seats 
or body threads, especially if they have been in service long. 

It is just as ridiculous to scrap a valve when the seat is worn as 
it would be to junk an automobile instead of putting in new spark 
plugs. New seats can be quickly and inexpensively installed in 


FAIRBANKS 


Renewable Gate Valves 


Another thing, one man can make the repairs in five minutes or 
less without removing the valve from the pipe line or disturbing 
pipe covering; while it requires two men to repair a non-renew- 
able valve. 

All parts of Fairbanks Renewable Gate Valves are interchange- 
able. The gate or plug will not warp or spring. Bodies have 
large pipe openings, allowing full flow and reducing frictional 
steam loss. Stuffing box can be repacked under pressure while 
wide open. 
abuse. 

Sturdy construction and reliable performance of Fairbanks 
Valves are assured by our experience of more than half a century. 

Write for our interesting catalog, or mail the coupon. 


THE FAIRBANKS COMPANY 


Manufacturers of Valves, Trucks and Wheelbarrows 


393 Lafayette St., New York, N. Y. 
Boston, Pittsburgh — Distributors in Principal Cities 


‘a 
| The Fairbanks Co. 4 
‘ 393 Lafayette St., New York, N. Y. ' 
' Without obligation on our part, kindly send a copy of . 
: your catalog No. 20 and your special proposition to dis- ry 

tributors. 

7 ' 
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Fig. 0201 
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Strong body hexes prevent damage from wrench | 





Two members of the inside sales force 

of F. T. Hildred and Company, St. 

Paul, Minnesota: Richard Pollnow, left, 
and William Schwanke. 





KNOXVILLE DISTRIBUTOR 
ADDS LINES 


e THE TENNESSEE MILL 

AND MINE SUPPLY COM- 
PANY, Knoxville, Tennessee, 
has become a distributor for 
Valdura paints and Valvoline 
oils, according to a report re- 
ceived from H. L. Miller, presi- 
dent. 


NEW LINES FOR RANIVILLE 
e THE F. RANIVILLE COM- 

PANY, Grand Rapids, Michi- 
gan, is now distributing the 
Allpax line of packing, Delta 
files, Whitman and Barnes drills 
and Rockwood V-sheaves. 


WESTWATER ADDS LINES 
e THE WESTWATER SUP- 

PLY COMPANY, Columbus, 
Ohio, has added Magnolia bab- 
bitt metal and Westco turbine 
pumps to its line of industrial 
supplies and equipment. 


SEATTLE DISTRIBUTOR 
HANDLES NEW LINES 
@ DURAMETALIC Packing 
and Manheim stitched canvas 
belting are among the new lines 
being distributed by the Ross- 
man Industrial Supply Company, 
Seattle, Washington. 


NEW CREDIT MANAGER FOR 
LEWIS SUPPLY 

@ A. F. MARTIN has succeeded 

W. C. French as the credit 

manager for the Lewis Supply 

Company, Memphis, Tennessee. 
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RIGDID No. 65 & 
65R, one set of 
chasers, 1” to 2” 
capacity. True, 
accurate’ threads, 
over and under 
size, drip threads 
and short nipples. 














RIQRID No. 1 
& 1R, two handle 
(No. IR made 
also one handle), 


capacity 1” to 
2”, 4 sets of 
chasers. Fall 


floating posts, 
enclosed chaser 


locks, 
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1934 











OU wouldn’t buy an _ automobile 

without a_ self-starter or electric 
lights or demountable rims—not when 
the same money will buy you one of 
those slick 1934 streamline models. 


Your customers should buy pipe thread- 
ers on the same principle. Give them 
the advantages of 1934 model RIFAID 
tools. They'll be delighted with their 


modern improvements. 


1. Nos. 65 and 65R thread 4 sizes of 
pipe with one set of chasers—with 
perfect accuracy. 


2. Chasers set to size mechanically. 


3. Ratchet thumb lever opens chasers 
and reverses ratchet—all one oper- 
ation. 


4. New type workholder sets to size 
with turn of knurled gauge ring— 
then put on pipe, tighten with one 
screw. 


5. Direct drive, handle to head to 
chasers in every case—no cocking 
or wabbling. 


6. And many other improvements 
you'll like. 


Show these master threaders to your cus- 
tomers, let them examine them, try them, 
compare them—and sale is easy. 


THE RIDGE TOOL CO. 


Elyria, Ohio, U. S. A. 


, RIED 


PIPE TOOLS 


SizAlID THREADERS 





RIGRID Three- 
Way Die No. 30 
(a? te 4 
and No. 31 C4” 
to 1”), positive 
one-piece button 
dies, reversible 
for threading 
pipe close to 
wall. 


2-piece 
die head, 


2 screws. 


RIGID Ratchet Die for 
small pipe, No. 5R (%” 
to 1”) and No. 15R (\%4” 





to 1%"). Dies in and 
out either side of ratchet 
handle but can’t fall out. 












MILWAUKEE Industrial Brushes 








A Manufacturing 
Policy that Means 


DISTRIBUTOR SALES 


UCH more than quality is involved in 
the manufacture of Milwaukee Indus- 
trial Brushes. 


Of course, every Milwaukee Brush is quality 


—in the selection of material, the design, the — 


workmanship. Every product passes the most 
conscientious inspection—or out it goes. 


But it is the concentration of manufacturing 
activity on brushes for industry that makes 
the Milwaukee Line outstanding. 


When you sell Milwaukee Industrial Brushes, 
you know you can offer exactly the right 
brush for each industrial application. You 
know every brush will give exactly the service 
your customer demands. And if he has ever 
used Milwaukee Industrial Brushes, he knows 
it, too. 


Our "one line'’ manufacturing policy results 
in the production of brushes that build per- 
manent business for our distributors. That 
kind of business is profitable. 


We will be pleased to go into details with 
you. 


ome 


One of the many fine MILWAUKEE 


THE MILWAUKEE Brush MANUFACTURING Co. 
2212-2236 North 30th Street, MILWAUKEE, WISCONSIN 


QUALITY INDUSTRIAL BRUSHES AND BROOMS FOR ALL PRODUCTION AND 
MAINTENANCE REQUIREMENTS 


BRUSH EXCELLENCE 














Tampico Wheel 





Wire Wheel Brush 
with Interchangeable 





MILWAUKEE Curved Back, 
Floor Brushes Solid Biock Wire Brush 
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LOCAL GROUP SUCCESS, 
SAYS EDWARDS 
e IN an interview with a repre- 
sentative of MILL SUPPLIES, 
William W. Edwards, secretary 
and treasurer, Federal Hardware 


| Company, New York City, was 


enthusiastic about the value of 
local groups to individual dis- 
tributors and more specifically, 
he pointed out the advantages 
gained by those houses cooperat- 


| ing in the Metropolitan Mill, 


| Marine and Contractors’ Supplies 


Institute. 

He said, “Our New York Met- 
ropolitan Institute, the member- 
ship of which includes the major- 
ity of desirable distributors in 


_ this trade area, has turned out 


to be a boon to the manufacturer 
as well as ourselves. ‘Chiselers’ 
do not join, so they are soon spot- 
lighted by the manufacturer. 
“Members of the Institute nat- 
urally do not want to be asked 
publicly for an accounting before 
fellow-members as to why they 
violated any principle of the code. 
Hence the present-day plane of 
business is on a much higher level 
than before the days of ‘fair com- 
petition.’ No doubt this is true in 
all regions, but the need of a code 
was so much greater in New York 


_ that results seem to be corre- 
| spondingly better. 


“If the manufacturer knows he 
is dealing with responsible dis- 
tributors—concerns in whom he 
can place confidence, he shows a 
disposition to discontinue direct 


| selling. 


“Lately, manufacturers have 


| voluntarily approached us, sug- 


| gesting that we take on their 


lines. For several of them it has 
meant an about-face in their 


_ merchandising program to sell 


through the distributor. They 
have come to the conclusion that 
it is more economical to let the 
distributor warehouse and sell 
for them. 


“Our New York Metropolitan 


| Institute is a little over a year 
| old. The executive committee 


meets every week and the Insti- 
tute itself meets every two 
months. It is significant that 
the executive committee has 
never yet failed to have a 
quorum. 

“Our news bulletins seem to be 
growing in length. They started 
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On every length of Republic Steel Pipe you will find 
the name “Republic” rolled in raised letters—not 
merely an identification of the manufacturer, but 
a hall-mark of quality symbolizing all that is back of 
that length of pipe and what it will do for you. 


The same exactness of specifications that applies to R E ¥ U B L ' C 


all Republic-made products guards the manufacture of 
Republic Steel Pipe, from the selection of the iron 
ore to the finished product—careful control of fur- 
naces, modern methods of rolling and welding, pre- 
cision finishing to close tolerances, rigid inspection 
and checking by skilled metallurgists and engineers. 

Thus, when you see the name “Republic” on steel pipe, you can feel sure 
that it is pipe of the highest obtainable quality, backed by the facilities, experi- 
ence and reputation of Republic—that it will cut, thread, bend, weld and other- 
wise work easily—and that it will afford long life and economy in any installation 
where service conditions are not so severe as to require Toncan Iron or Enduro 
Stainless Steel. 


Specify “Republic” on your pipe orders—it pays. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES “= YOUNGSTOWN, OHIO 
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Guty — extra value 


SAW BLADE 








W VICTOR SAW WORKS, Nc. 


MIDDLETOWN, N. 


Y 
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with two sheets, and have now 
reached four sheets. Already 
members are asking why we 
didn’t include this or that news 
item. The bulletin covers sum- 
maries of local and national code 
rulings and interpretations, man- 
ufacturers’ terms, concise para- 
graphs on merchandising ideas, 
service bureaus, credit informa- 
tion, and all matters of common 
interest to the trade. In fact, the 
bulletin is a miniature ‘MILL 
SUPPLIES’ magazine. 


“Personally, I believe that the 
last year has shown gratifying 
progress in the direction of fair 
competition and also in empha- 
sizing the distributors’ impor- 
tance to manufacturer and 
user.” 


ATLANTA AND MEMPHIS 
WANT CONVENTION 


@ ALREADY two southern 

cities are making moves to 
be hostesses to the Spring meet- 
ing of the Southern Supply and 
Machinery Distributors’ Associ- 
ation, according to T. W. Lewis, 
president of that group. Both 
Atlanta, Georgia, and Mem- 
phis, Tennessee, are reported as 
anxious to have the convention. 


USES NEWSPAPERS TO 
REVIEW PROGRESS 


@ TO commemorate its seventy- 

fifth year of industrial prog- 
ress, Farwell, Ozum, Kirk, and 
Company, St. Paul, Minnesota, 
used a 12-page section of the St. 
Paul Sunday Pioneer Press re- 


cently. 


The edition contained news of 
interest to the public in regard to 


| this firm and advertising of 


various products sold. Among 
the news features was a history 
of the firm which came into 
existence in the days of Red 
River carts, before the railroad 
was built into St. Paul. 

Lines are featured with a 
human interest news slant. A 
story on pumps begins with a 
description of how, in foreign 
lands, people get water by primi- 
tive methods. We learn that the 
first pumping plant in the United 
States for municipal purposes 


_ was built at Bethlehem, Pennsyl- 


vania, in 1754. Water was car- 
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CAPITAL “’Red Cap’ Brushes and Brooms 


Supposing YOU Were the 
Plant Buyer— 


With fall activity right ahead of you, and efficient, smooth working plant operation 


an absolute necessity, wouldn’t you be receptive to the distributor’s salesmen who talked 
new brushes and brooms to you NOW? 





With the boss hounding you to get every nickel’s worth out of every dollar you spend, 


wouldn’t you demand evidence that the brushes and brooms offered you were the best 
your money could buy? 


As a CAPITAL Distributor— 


You can offer buyers in plants of all 


Our record of 44 years’ successful man- 
types in your territory the finest brushes 


, . ufacturing on a strictly quality basis answers 
and brooms for nearly all their require- Naha HY ‘ 
ments. That means orders of comfortable the most discriminating buyer’s demand for 
volume. 


proof of economical efficiency. 


Behind you—when you sell CAPITAL “Red Cap” 

Brushes and Brooms—is a time tested distributor 

policy of highest merit. Would you like more infor- 
mation about it? Write us for details. 





INDIANAPOLIS BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


126 Brush Street ey Indianapolis, Indiana 


us. 
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THE YALE & TOWNE MANUFACTURING CO. 


PHILADELPHIA DIVISION 














AQ0 1 


Each 
Month! 


UR consistent campaign of advertising 

in leading industrial publications, backed 

up by a tremendous campaign of direct 
mail, reaches 100,000 industrial executives and 
buyers of industrial equipment monthly. 











The purpose of this advertising is twofold. 
First, to constantly drive home the story of the 
power, strength, safety and dependability of 
Yale Chain Hoists and allied products; second, 
to help Yale Distributors sell industries Yale 
Hoisting equipment. 

This advertising is YOUR advertising as well as 
ours. We are glad to help you increase your 
sales of Yale products because we realize how 


closely our own interests—our own sales and 
profits—are identified with yours. 


Makers of Yale Electric Trucks, Hand Lift Trucks, 
Hand Chain Hoists, Electric Hoists and Trolleys 


~YALE- 
Messages 


Philadelphia, Pa., U.S. A. 
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ried 70 feet through pipes made 
from hemlock logs. 

Another news item has the 
heading “7.7% of Salesmen 
with Company over 40 Years.”’ 
15.4% of the salesmen have 
been with the company from 
one to four years. 37.2% from 
five to nine. 25.7% ten to nine- 


| teen. 12.9% thirty to thirty-nine 


g0° 


years. 


An article with the modest 
heading “Wholesale House Dis- 
tribution Is Claimed to Be Satis- 
factory” explains the savings 
made possible to manufacturer 
and consumer through the serv- 
ices of the distributor. 


“Vice-President Started as Of- 
fice Boy” and “Floor Space in 
Warehouse Is About 21 Acres” 
are other typical headings. Hu- 
man interest items are included 
such as the story about one man’s 
collection of elephant statues 
which ornaments the office. 

One article traces the course 
of an order from the time it is 
opened, numbered and dated in 
the mailing department to the 
journey’s end, during which time 
32 people have handled it. Be- 
tween five and fifteen people han- 
dle the merchandise in filling an 
order. While this system may 
seem complicated it works for 
efficiency and accuracy in filling 
orders. 

The bulk of the space in this 
edition is given to the salesmen. 
This firm not only wants the 
salesmen to know the customer 
but wants the trade to know the 
sales staff and department man- 
agers. For that reason there is 
a photo and news item about 
most of them giving important 
facts about their place of birth, 
previous connections and present 
work. 


EARLY COTTON CROP JUMPS 
SALES 
@ INDUSTRIAL distributors 
in Memphis are reported to 
be working their forces over- 
time in an effort to fill the many 
orders from cotton gins, oil mills 
and pickeries, as each of these 
separate industries prepare to 
handle this year’s cotton crop. 
Late in August reports from this 
section indicate that many gins 
are already operating. 
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CCORDING to the 3 
Products Industries 
port of 1933 the Clipper Be 
Lacer Company has workec 
more hours without a disabil- 
ity injury than any other unit 
with a perfect 1933 record. 





CLIPPER BELT LACER COMPANY. WORKED MORE HOURS 
WITHOUT A DISABLING INJURY THAN ANY OTHER 
SMALL UNIT WITH A PERFECT 1933 RECORD - 135,000. 


i ee A 


Clipper Hooks, of course, 
were used throughout the 
plant. This is just one indi- 
cation of the safety of Clipper 
equipment. 





Clipper Belt Lacer Company 
Grand Rapids - - Michigan 


Clipper Hooks are unsurpassed in quality and dura- 
bility. Clipper Carded Hooks are safest to handle. 
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BELMONT PACKINGS 


are easier to sell 





HE first reason is Belmont 
quality—quality that in- 
spires confidence, 


not only in the packings 


but in the distributors who sell 


user 














them. 
They are made of the finest ma- 
terials by skilled craftsmen and 


subjected to rigid factory inspec- 
tion which insures their uniform 
high quality. 

There is a Belmont Packing for 
Every Service, built to 
meet the specific re- 
quirements of 
try, like the BEL- 
MONT EXPANSION 
PACKING, pictured 


above, which is made 


indus- 


in two forms, Ring 
Form No. 1 and Spiral 
Form No. 2. It is 


THE BELMONT 


Butler and Sepviva Streets 





especially adapted for hot and 
cold water, ammonia and steam 
and is particularly recommended 
for steam hammers in combina- 
tion, as described on page 37 of 
the catalog. 

Your sales efforts are supported 
by the Belmont plan of distributor 
cooperation which includes adver- 
tising in magazines, the Belmont 
catalog with its 
mendation charts 


service recom- 
and also the 
Belmont Sample Kit 
which enables you to 
demonstrate Belmont 
quality. 


THAT’S WHY WE SAY 
BELMONT PACKINGS ARE 
EASIER TO SELL. .. . IF 
YOU ARE NOT A BELMONT 
DISTRIBUTOR WRITE 
FOR INFORMATION. 


“There is a Belmont Packing for Every Service” 

















PACKING & RUBBER CO. 


PHILADELPHIA, PA., U. S. A. 





The crop is early this season 
and oil mills expect to begin 
their annual grind on Septem- 
ber 10, four to six weeks earlier 
than usual. 

While the Government esti- 
mate of August 8 showed a much 
smaller crop than that of last 
year, the fact that this crop will 
bring from three to five cents a 
pound more has prompted the 
purchase of large quantities of 
new machinery and equipment. 


DUNCAN DISCUSSES NEW 
CATALOG PRESENTATION 
@ SALESMAN: “We have a 

new catalog, Bob.” 


Customer: “Okay, just leave it 
on the desk.” 


Salesman (flopping catalog on 
the desk): “Sure, don’t forget 
that golf game Saturday. 

Customer: “I’ll be there.” 

The above dialogue, according 
to R. C. Duncan, president of the 
R. C. Duncan Company, Minne- 
apolis, is not the proper way for 
a salesman to introduce a new 
catalog. 


“Salesmen call and depart,” he 
said, in an interview with MILL 
SUPPLIES’ representative, ‘but 
the catalog is ever present. 
Therefore, it behooves the dis- 
tributor with a new catalog to 
give considerable thought to 
first impressions made by this 
book, because first impressions 
are lasting. 


“If the catalog is carelessly 
tossed on the buyer’s desk the 
chances are that he will treat it 
in casual fashion. Someday, if 
it happens to be handy he will 
look up some item. In doing so 
he will turn to the index and 
from there directly to the item 
he wants. 

“He thinks of the firm as be- 
ing distributors for certain types 
of goods. When he wants goods 
other than these he looks in an- 
other catalog. If the catalog is 
to sell goods the customer must 
first think of the distributor as 
a supply source for the particu- 
lar goods he buys. In too many 
instances a salesman is accus- 
tomed to selling, say transmis- 
sion supplies, to a firm and the 
customer thinks of the house 
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Now’s a good 
time for mill 
supply houses to 
check up, too. 

How is your 
stock of these 
treenfield pro- 
duction tools? 


This advertisement is running in 
American Machinist, Machinery 
and Mill and Factory Magazines. 
Good tools, a sales force of over thirty trained sales engineers, consistent adver- 
tising and a policy of selling through mill supply houses make the Greenfield 
line a mighty good one to handle. 
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Here's a line of Files that is backed up with 
a real merchandising idea—Quality plus the 
great identifying power of Trademark Color. 


Simonds Saw and Steel Co., 
Fitchburg, Mass. Chicago, lil. 


| has sufficient time. 


| He should show, for instance, | 
| how it is divided into four parts | 
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only when he is in the market | | 
for this class of goods. 

“The salesman should present | 
the catalog only when the buyer | 
He should | 
set the book before the buyer | 
and carefully go through it. | 


—1l. General supplies. 2. Ma- | 
chine shop supplies. 3. Power | 
plant supplies. 4. Transmission. 

“A careful presentation of a 
catalog will bring an expression | 
of surprise from the buyer. He 
will be astonished to learn the | 
completeness of stock carried | 
under one roof for the reason | 
that a salesman finds it difficult | 
to discuss the full stock of the 
company except at a time like | 
this.” 

Duncan’s catalog was issued 
on its silver anniversary. It was 
given a silver appearance | 
through the use of an aluminum 
cover, which hard bright surface | 
will not be stained by the oily | 
fingers of an engineer. It stands | 
out sharply against the red, 
black, and brown covers of other 
catalogs. 

“This new catalog, properly 
presented, is far more effective 
than any catalog in the history 
of the company,” said Mr. Dun- 
can. 

He has observed one peculiar | 
point about new catalogs. They 
do not begin to pull full force | 
until about 30 days after issued | 
in his opinion. When properly 
presented the customer sees 
many items which he would like | 
to buy, but which he does not 
need at the moment. It takes 
time for these buying desires to 
become translated into orders. 


GLOBE PUBLISHES ANNIVER. 
SARY ISSUE 

@ THE silver anniversary num- 

ber of the Globe Machinery 

Magazine, a house organ pub- 

lished by the Globe Machinery 

and Supply Company, Des 


Moines, Iowa, is just off the press. | 


This issue was originally sched- 
uled for June, but due to the large 
amount of special material, it was 
found necessary to withhold pub- 
lication until now. 

This issue is the largest and 
most widely distributed in the 25 


| years of publication. 








To THe Lucky Boys 
WHO SELL 


CRESCENT GROUND 


Cross-CuT 


SAWS 


Lumber stocks 
are way low, 
probably lower 
than they have 
been for years. 


Improving de- 
mand means only 
one thing—more 
men cutting tim- 


ber. 


Keep 
reminding 
your trade 
of 
these Saws 


DISTRIBUTORS 
but not all dis- 
tributors. The sale 
of Simonds Cres- 
cent Ground 
Cross-cut Saws is 
restricted to dis- 
tributors who 
have the energy 
and ability to 
handle this re- 
liable product. 
For these it is a 
most satisfactory 
line. 


Plan for more sales. 


SIMONDS 


SAW AND STEEL CO. 
Established 1832 
FITCHBURG, MASS. 
CHICAGO, ILL 
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High Hub/ 
for Butt Welding 


Diop Forged by Vogt . . your assur- 
ance of strength and soundness 
in high hub butt welding flanges. 
Accurately faced and drilled to 
A. S. A. standards with machine 
beveled hubs for easy welding. We 
carry a large stock of sizes, ranging 
from 2" to 12” in Series 15 and 30, 
for immediate shipment. 
HENRY VOGT MACHINE Co. 


INCORPORATED 


LOUISVILLE, KENTUCKY 
NEW YORK CHICAGO CLEVELAND PHILADELPHIA DALLAS 


nufacturers ett ac ae < ee s, Fittin oe Oates a, Ene a. 
Water Tube Boile Making 5 Galton: rati ne We chinery, 


Vo > dependable 












Forged Steel 
FLANGES 








52] Tom THUMB 






Illustration shows 
pulley guard 
removed 


@ The 52! Tom Thumb with Rotary die-head and 
open type vise is a fast, easy handling, economical 
machine, admirably suited for production bolt work 
on sizes from %” to 1%”. 


it is equipped with an automatic trip which opens the 
dies autematically when a thread has been cut to the 
desired length. The dies are then re-set automatically 
to cut a thread of the same size when the vise carriage 
is returned to its original position. it alse has an 


BOLTS 


* 


A PORTABLE 
BOLT MACHINE 
WITH HIGH-SPEED 
PRODUCTION 
CAPACITY 


* 


open type vise, another feature which contributes to 
its speed and ease of handling. 


in addition to its efficiency on bolt work, the 521 Tom 
Thumb is equally suited for pipe and nipple work on 
sizes from '/2” to 14”. For a combination of portabil- 
ity, production capacity and economy you can't find an 
equal to the Tom Thumb. 


The Oster-Williams fine also includes pipe threading 
machines and die stocks for every threading need. 


OSTER-WILLIAMS 


Sales Office: Cleveland, Ohio «+ 





Factories: Erie, Pa. and Cleveland, Ohio 











Why not get the most out of 


TODAY'S MARKET? 


Desmond Dressers 
and Cutters have 
earned a reputation 
in the last 25 years 
that can't help but 
make sales easier. 
They're reliable and 
economical. And buy- 
ers know it. Besides, 
ours is the only com- 
plete line of wheel 
truing tools on the 
market. 





Sell 
SIMPLEX 


STEEL SLIDE 
VISES 





and 
DESMOND 


GRINDING 
WHEEL DRESSERS 
and CUTTERS 


The solid steel slide 
feature, which is ex- 
clusive to Simplex 
Vises, is a definite fac- 
tor in producing busi- 
ness. Steel is stronger 
and more serviceable 
than materials ordi- 
narily used. 
gives you a real story 
— and a convincing 
one — for your cus- 
tomers. 








LESS SALES RESISTANCE—FASTER TURNOVER—CONSISTENT PROFIT 


We sell through distributors—Write for complete information and prices. 





The DESMOND-STEPHAN MFG. CO. 








URBANA, OHIO 








| any change. 








WHAT TO DO ABOUT 
THE CASH DISCOUNT 
SITUATION 
(Continued from page 17) 








the customary 2% tenth prox- 
imo terms, to the effect that 
they would continue these terms 
for at least 120 days without 
In the meantime, 


| the committee could then get 


to work on the various manu- 


| facturers not now allowing dis- 


tributors 2% tenth proximo cash 
discount, with a view of ar- 
riving at a compromise, which 


| would reduce the number of dif- 
| ferent term arrangements now 


in effect to a more standardized 
and logical basis. 

Both the National and South- 
ern Associations have been work- 
ing on this matter, keeping dis- 
tributors advised in advance of 
contemplated changes and filing 
protests with manufacturers. But 


| more intensive work needs to be 


done. 
The issue is vital, and action 


| should be taken on this matter 
| at the earliest possible date. 


From the distributor’s angle, the 


_ amount of money involved is 
| large, and any progress in estab- 
| lishing more satisfactory terms 


would be well worth the effort 
and expense involved. To date, 
it has been demonstrated that 
individual distributors do not ef- 
fectively file a protest with their 
sources of supply when burden- 
some term arrangements are es- 
tablished. Possibly a committee, 
such as suggested above, supple- 


| menting the working being done 


So it | 


by the distributor associations 
and cooperating further could 
accomplish speedy results. 

At any rate the situation, as 
reviewed above, is a ridiculous 
one for so-called intelligent busi- 
ness men to defend. 








CHANNON TELLS THE 
WORLD 
(Continued from page 22) 

ing for this address even citizens 
born in Chicago stop to ask police- 
men, and policemen thumb a dog- 
eared street guide before daring 
to reply. 

There is yet another reason 
why the public should know 
where the Channon company is 
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Photograph takenin plant of The Lamson Co., Inc., Syracuse, N.Y. # 
Manufacturers of Conveyors. Armstrong-Blum No. 8 Marvel Ma- 
chine, 18%" diameter wheels, 30 R. P. M., operating with Disston 


Band Saw, 14 feet long, 34" wide, 13 teeth per inch, cutting channels, 
angles and other work requiring band saws that stand up well. 
“‘Disston Band Saws entirely satisfactory,’’ is statement for The 


Lamson Co., authorized by D.H.Overhiser, Purchasing Department. Ha 









**, .- Disston Bands 
entirely satisfactory 
on our work —cut- 
ting channels, angles 
and the like, requir- 
» ing band saws that 
stand up...” 






























METAL-CUTTING BAND 
SAWS REDUCE COSTS 


They stay sharp, cut fast, do more work. 
Made of Disston steel, for production 
requirements in all industries, in plants of 
every description. There is a Disston Band 
made to give exceptional service in any 
kind of work—the work you have to do. 


HACK SAW BLADES...Made HIGH-SPEED STEEL TOOL- 
of full high-speed steel from HOLDER BITS... Designed for 
Disston’s own steel furnaces. Stay heavy cuts at high speed. Hard- 
sharp longer. Cut faster. Morework ened and tempered, ready to be 
per hour; more hours per blade. ground. Individually inspected. 


METAL-SLITTING SAWS... DISSTON FILES...Sharp, deep 
Hollow-ground for clearance. Not teeth, cut uniform in width and at 
only accurate and efficient for slot- correct angles, on a foundation of 
ting, but economical for regular Disston file steel. Cut faster. Last 
cut-off work on small stock. longer. Unequalled in economy. 


Henry Disston & Sons, Inc. 
923 TACONY, PHILADELPHIA, U. S. A. 


Canadian Factory: TORONTO 


Branches: oul 


BANGOR, ME., BOSTON, CHICAGO, DETROIT, MEMPHIS, NEW ORLEANS, 
SEATTLE, PORTLAND, ORE., SAN FRANCISCO, VANCOUVER, B. C. 
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FREE to you... 


Any one or all of these 


DISSTO 



















METAL- 
CUTTING 
MANUALS 


To: 
HENRY DISSTON 
& SONS, Inc. 


923 Tacony, 
Philadelphia, U. S. A. 


Checked below 
are the Metal- 
Cutting Manuals 
which you will 
please send, mark- 
ed fortheattention 
of undersigned. 


[1 Disston Metal-Cutting Band Saws 
ia DISSTON FILES CJ HACK SAW BLADES 


Motal-Cutting Baws C) Sa 
Fe RE SR Te 
FR aigiiabittsicis senstitincesiaiabipiisninneccsiceiaianaie sei 
Address........... 








BOSTON WOVEN HOS: 
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AUILT WITH TONOR 


.. 





A RUBBER CO. mass usa 
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ATKINS 


“The 
Finest 


Earth’ 


SILVER STEEL 


SAWS 
The BLADES with the 














BLUE END 


Whatever the job or material to be cut users 
know that ATKINS SILVER STEEL "Blue End" 

Hacksaw Blades can't be equalled for down- 
right accuracy and endurance. 


You are authorized to tell your hacksaw 
customers that "Blue End" Blades are 

guaranteed to cut more metal than 
any other blades. 


It will pay you to concentrate 
your hacksaw sales on "Blue 


End" Blades. 


E. C. ATKINS AND COMPANY 


420 S. Illinois St., Indianapolis, Indiana 


BRANCHES: 
New York, N. Y. 
New Orleans, La. 
Klamath Falls, Ore. 
San Francisco, Calif. 


Atlanta, Ga. 
Chi o, Il. 
Memphis, Tenn. 


Portland, Ore. 
Seattle, Wash. 
Paris, France. 
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located and what it sells. Young 
men who pass the building will 
soon be buyers’ themselves. 
When that time comes and the 
Channon salesman calls to see 
them they will be instantly ac- 
cepted. Did they not for years 
pass the great building of this 
firm? They will clearly remem- 
ber that they did—thanks to 
new signs. 

This result has been effected 
at a minimum of expense due to 
the fact that the sign has been 
painted on the windows and not 
on a specially erected board. 
The water tower also has a glis- 
tening new coat of aluminum 
paint with Channon name in 
huge red letters. 


HOUSE ORGAN PAYS 


@ THE NICHOLS, DEAN AND 

GREGG COMPANY, S&t. 
Paul, Minnesota, publishes each 
month a 40-page house organ, 
“Northern Headlight.” Copies 
are sent to 8000 customers and 
prospects and the net cost to 
the company is only about $200 
per month. When it is consid- 
ered that a single first-class mail- 
ing to this list would cost almost 
the same sum it must be ad- 
mitted that there is real value 
to the idea. 

The editorial section is divided 
into three main parts: a question 
and answer department on tech- 
nical subjects of interest to the 
trade; articles (inexpensive re- 
prints from other magazines) ; 
and a short story, also a reprint. 

In each issue Ward L. Tilden, 
sales manager, and Sheldon H. 
Smith, editor, use a page for in- 
formation of interest to the 





* er 
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SHELDON H. SMITH 
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NATIONAL 


—Dynamic Action— 
CUTTING TOOLS 


NATIONAL 


TWIST DRILI 
& 1001 
©) 






—have that 
Stamina under hard Service, 


— that 
Lifetime Quality, 


—and that 
Accuracy and Smoothness of 
Performance — 


that lick the tough Jobs on the 


Production Line as well as the 
Precision Jobs in the Tool Room. 











A complete line of 
TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS 
SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S. A. 


Tap and Die Division 
WINTER BROS. CO., WRENTHAM, MASS. 
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WRIGHT 
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i 

The new, 1934, improved Wright 
hoist has been designed and built 
to meet modern demands— with 
still greater efficiency. 

Not only does the new Wright 
hoist do just that—by a margin 
of ten per cent over all other 
previous models — but it is more 
durable—more useful. 

There are 21 different points 
at which the new Wright High 
Speed Chain Hoist is superior. 
Twenty-two in fact—tke last be- 
ing: “‘no increase in price.” 

Space does not permit a listing 
of the 21 points of superiority 
here. 


WRIGHT MANUFACTURING DIVISION 
of 
AMERICAN CHAIN COMPANY, Inc. 
York, Pennsylvania 






Write fora 
Catalog 


Descriptive 
Today 
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trade. It is possible, of course, 
by this means to circulate rap- 
idly information on _ price 
changes, new lines and similar 
news. 

News about customers is also 
published, being picked up by 
the salesmen in the course of 
their calls. This feature alone 
is a powerful builder of customer 
good will and is of unusual in- 
terest to readers. 

The advertising in the maga- 
zine is of interest both to the 
reader and the publisher, for, of 
course, the revenue received 
from this source makes up the 
difference between the actual 
publishing cost and the net cost. 
In addition to manufacturers’ 
display advertising the magazine 
contains an interesting classified 
section. Here customers offer for 
sale machine used tools and vari- 
ous pieces of equipment. It has 
been found that many of these 
small advertisements have 
helped one customer to get rid 
of equipment no longer needed 
and another to pick up some- 
thing badly needed, at a price. 
This, like the news items, helps 
to build good will. 








“They buy what they fall over,” said 
the Greek fruit merchant to the police- 
man who wanted to know why mer- 
chandise was piled on the sidewalk. 
You don’t fall over the merchandise 
at the R. C. Duncan Company, Min- 
neapolis, but one can’t approach the 
city order desk without noticing this 
display of odds and ends. This display 
table has proved tremendously valu- 


| able, not only in interesting customers 
| in standard merchandise but in dis- 


posing of slow-moving items. 





SELLING TODAY IS NOT 
WHAT IT USED TO BE 


(Continued from page 15) 





| I know that to be true, for recent- 
| ly one of our men addressed a 





group of retail furniture sales- 
men in Los Angeles. Before the 
talk, their average unit of sale 
on Landstrom furniture was 
$118. After, it was $160. These 
personal talks give a salesman 
more “liftable” ideas than all the 
catalog information in the world. 


Another plan which I should 
think could be used by the dis- 
tributor as well as the industrial 
user is our “Criticism Day.” 
Once a month we have a meeting 
at which time the salesmen tell 
me wherein I might have been of 
more constructive help to them 
and I tell them wherein they 
might have done better. The 
rule is that only specific instances 
may be cited. No generalities 
are allowed. For instance, the 
other day I went through a small 
town, looked up one customer and 
did not have time to call on the 
others due to a wire which neces- 
sitated my immediate return to 
Rockford. On “Criticism Day,” 
the salesman on that territory 
said to me, “If you had only tele- 
phoned the other account, it 
wouldn’t have been so bad, but 
he heard about your being there 
and feels you value the other fel- 
low’s business more than his.” 

“You are absolutely right,” I 
replied. ““Now, how can I correct 
that wrong?” 

“Well, you might write and say 
you were in his city the other day 
and expected to call on him late 
in the afternoon and perhaps 
take dinner with him, but you 
had a wire which cut short all 
your plans. However, you just 
wanted him to know that you 
thought of him and are expecting 
a visit from him soon.” I dic- 
tated the letter immediately. 

Without “Criticism Day,” that 
mistake could not have been cor- 
rected in time and we would have 
lost ground with a valuable cus- 
tomer. 

Another advantage of this 
plan is that it brings the man- 
agement and the sales force so 
close together that their prob- 
lems become one. 


By coordinating plans as well 
as departments, we are girding 
our loins for the upturn, which 
seems closer today than in any 
period since the economic tor- 
nado of 1929. 
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Announcement 








In 1911 we put on the mar- 
ket the first Socket Head Cap 
Screw, which, at that time, 
was a great and outstanding 
innovation. 


UNBRAKO 


Again, we are the pioneers be- 
cause now we are the first to 
introduce a Socket Head Cap 
Screw with a Knurled Head. 














Socket Head Cap Screw 


Fig. 1434 





New 


Its Head Is 
Knurled 


Fig. 1435 





U. 8. and Foreign Patents Pending 


The Knurled “Unbrako” 


Fingers become geared to the 
knurled head so they can’t 





New 


Its Head Is 
Knurled 


Fig. 1436 
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Old Smooth-Head 


Fingers slip and slide. Hard and 
slow to drive. 


slip, which makes the knurled U.S. and Foreign Patents Pending 
‘“Unbrako”’ a real time and labor ‘ ” 
saver. The Knurled “Unbrako 


Exhaustive investigations have satisfied 
us that the Knurled “Unbrako”’ will be- 
come the favorite Socket Head Cap Screw 
with the Die makers, Tool makers and 
Mechanics in general and, therefore, bet- 
ter stock the Knurled “Unbrako” now. 

The Knurled “Unbrako” costs no more 


than the old-style smooth-head ‘“Un- 
brako’”’ Cap Screw—-size for size—and is 
absolutely equal to it in strength, ac- 
curacy and quality. 

When ordering be sure to call it by its 
right name—The Knurled “Unbrako”’. 
Get our “Unbrako”’ Price List. 


The Knurled “Unbrako” Costs no More than Smooth Heads and Looks Much Neater 
Order by Name—Specify the Knurled “Unbrako” 
Free Samples 
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SALES POSSIBILITIES IN NEW PRODUCTS 
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BELT DRESSING 





@ FOR several years, castor oil was 

an accepted dressing for rubber 
belts. Certain leather belt dressings 
were used on rubber with inefficient 
results. But the very thing that made 
oil effective on leather, its ability to 
lubricate the entire thickness of leath- 
er, often rendered ruinous results on 
rubber belting. This new liquid belt 
dressing merely softens the rubber 
surface and does not penetrate and 
deteriorate the body of the belt. Safe 
and easy to apply, it increases pulley 
grip and horsepower delivery of belts. 
—The B. F. Goodrich Company, 
Akron, Ohio. MILL SUPPLIES, Sep- 
tember, 1934. 


ANGLE PLATE GRINDER 





@ THIS combination angle plate 

grinder is powered by a 3,600 r.p.m. 
General Electric motor with the mo- 
tor shaft fitted with two SKF ball 
bearings. The wheel spindle is fitted 
with three ball bearings, two of these 
being mounted at the wheel and one 
to take care of the end thrust. The 
grinder can be furnished with a solid 
spindle or with a clutch arrangement 
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so the short extension is interchange- 
able with the longer extension. The 
pad on the back of the motor is for 
mounting when used on a boring mill. 
The pad on the side of the motor 
housing is arranged for mounting on 
the rail of a planer or may be fitted 
with a plain angle plate for attach- 
ing to a lathe—The Standard Elec- 
trical Tool Company, Cincinnati, Ohio. 
MILL SUPPLIES, September, 1934. 


PLATFORM SCALE 





@ THIS new cabinet or unit weight 

type dormant platform scale comes 
equipped with from 1 to 4 unit 
weights, depending on the specifica- 
tions, and is so arranged that by 
pressing down on the first handle a 
unit weight equal to the capacity of 
the dial is added to the weighing sys- 
tem. By pressing down the second 
handle a second weight equal to the 
dial capacity is added and so on. The 
weight thus added is shown in a small 
window on the dial face. The scale is 
used where larger loads are to be 
weighed by small increments and 
where it would be impractical to grad- 
uate the dial to the small graduations 
necessary. The scale is finished in 
black baking crystal with chromium 
plated trim.—The Kron Company, 
Bridgeport, Connecticut. MILL SUP- 
PLIES, September, 1934. 


BRONZE BARS 


@ THESE new leaded phosphor 

bronze bars are available in stand- 
ard six-foot lengths in diameters from 
54-inch to 2-inches by 1/16-inch steps. 
All standard bearing bronze alloys 
may be supplied. The stock is said 
to possess exceptionally free machin- 
ing qualities. Using tungsten car- 


bide tools, it has been successfully 
machined at speeds in excess of 1500 
surface feet per minute, without a 
coolant. A turned finish is used. The 
better gripping afforded with this fin- 
ish makes the free machining qual- 
ities completely available without ex- 
cessive strain on the chucking mech- 
anism.—Aluminum Industries, Incor- 
porated, Cincinnati, Ohion MILL 
SUPPLIES, September, 1934. 


MICROMETER CALIPER 





@ A NEW tube micrometer caliper, 

having a range from 0 to 1-inch, 
by thousandths of an inch, will meas- 
ure the thickness of tubing and pipe 
from 17/82-inch inside diameter up- 
ward. It will be observed from the 
illustration that the anvil is rounded 
on the end and projects sufficiently 
from the frame to provide for the 
easier taking of accurate measure- 
ments.—Brown and Sharpe Manufac- 
turing Company, Providence, Rhode 
Island. MILL SUPPLIES, Septem- 
ber, 1934. 


SILENT CHAIN 











@ IN keeping with today’s’ trend 
toward greater thought to the aes- 
thetic in designing even the common- 
est machinery part, a “new dress” 
has been applied to a 32-year-old 
product, the Link-Belt silent washers 
and guide bars, to give them a sil- 
vered appearance. No claims for im- 
proved efficiency, strength or durabil- 
ity are made, as it is said that silent 
chain is inherently positive in action, 
and that many of the company’s silent 
chain drives have been in service up- 
wards of 25 years.—Link-Belt Com- 
pany, Indianapolis, Indiana. MILL 
SUPPLIES, September, 1934. 
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AND HERE ARE 


_ ]|/OTHER BIG REASONS! 


Permite is always ready to go to 
work—never hardens or darkens in 
| the can. 


Permite’s coat is lastingly brilliant; 
so smooth that dirt and soot will not 
cling. 


You can guarantee results with every 
i gallon you sell, for strict laboratory 
control assures uniform color and 
quality. 


Permite is made in two types— 
NON-CORROSIVE and HEAT-RE- 
SISTING to 1000° F. 
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Is leafing important? Here is proof! Throw a bushel 
of large wooden shingles and the same quantity of tiny 
chips into a pool of water. The shingles will float in 
irregular piles, with wide gaps showing, while the tiny 
chips will overlap closely, with few gaps, and cover a 
far wider area. 


Like the shingles, the larger pigment particles in 
ordinary aluminum paint “leaf” inefficiently—sluggish- 
ly, collecting in uneven piles with gaps between—and 
naturally cover only a limited area. But Permite’s tiny 
pigment particles—fine-screened and vacuum-exploded 
—“‘leaf” like the chips. They overlap closely in the 
sprayed or brushed paint vehicle and spread out evenly 
over a wide area. 





This is why Permite spreads 50 per cent 
farther than ordinary aluminum paint; 
why it hides better; lasts longer. 














PERMIT 


The “Story of the Chips” explains why Permite Ready- 
Mixed Aluminum Paint gives 50 per cent extra coverage— 
costs less “by the foot.” 


Your customers will also be saved the cost of frequent 
repaintings, because the impervious metallic coat built up 
by Permite’s complete leafing offers greater resistance to 
moisture, smoke and fumes—assures longer life. 


Push Permite Ready-Mixed Aluminum Paint to gain and 
hold new paint customers. Permite advertising in leading 
industrial magazines will pave your way to sales. And 
Permite’s quality and economy will bring repeat orders. 


Write or wire today for full details on how to win more 
paint sales with Permite. 


ALUMINUM INDUSTRIES, INC. 


CINCINNATI, OHIO 
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Everywhere there is 
a fast-growing de- 
mand for Texrope V- 
belts not only for new installations... but 


to replace old Texrope V-belts worn out by 
years of hard and exacting service. 


Many mill supply houses carrying stocks 
of Texrope V-belts are continuously in- 
creasing their sales. Particularly is this 
true where complete stocks are being 
carried, and deliveries are being made on 
the spot the moment buyers need them. 


A limited stock of Texrope V-belts costs 
relatively little. Yet the rapid turn-over 





ORIGINATED BY 








of this small invest- 
ment contributes 
materially to profits 
at the close of the year. And it is the net 
return, per dollar invested, that counts 
most in anyone’s business. 


The increasing demand for Texrope V- 
belts is due to their outstanding excel- 
lence. They neither backlash nor slip, and 
so eliminate all jerks and jars. They are 
extremely quiet, and 98.9°% efficient. 
Once tried, users will have no other kind. 


ALLIS-CHALMERS MFG. CO. MILWAUKEE, WIS. 








DRIVES 


ALLIS-CHALMERS 
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SALES POSSIBILITIES IN NEw PRODUCTS 


AUTOMATIC LIQUID GAUGE 























@ ALL internal working parts of 

this automatic liquid gauge, stem, 
gland, retaining ring, stuffing box 
washers and ball checks—are now 
made of stainless steel, to provide 
maximum resistance to corrosion and 
eliminate sticking. The new pressure 
rating is 350 pounds G.L.P. (Gas- 
Liquid) at 450 degrees F. tempera- 
ture. It is adapted for use on pres- 
sure tanks, gravity tanks and other 
reservoirs handling liquids which at- 
tack brass or bronze—where a non- 
corrodible, non-sticking gauge is es- 
sential. Dependability and safety are 
insured by the exceptionally sturdy 
construction; automatic closure of ball 
checks in both upper and lower valves 
in the event of glass breakage; non- 
corrodible and non-sticking working 
parts; easy and safe replacement of 
new glasses; cone shape packings 
which prevent leakage around glass, 
and minimize glass breakage due to 
over-packing and torsional strains; 
reduced fire and accident hazard; 
standard pipe plug in lower valve 
body for drain connection. The gauge 
is Parkerized—a protective coating 
that retards rust and improves ap- 
pearance.— The Lunkenheimer Com- 
pany, Cincinnati, Ohio. MILL SUP- 
PLIES, September, 1934. 


TROLLEY HOIST 


@ A BUILT-IN combination of a 

ball bearing trolley and the lifting 
mechanism of a differential hoist 
saves the loss of headroom due to the 
usual top hook suspension. Trolley 
has four pressed steel hardened tread 
wheels, each with double-row ball 
bearings and means for pressure gun 
lubrication. Trolley is adjustable in 
width for several sizes of I-beams. 
Trolley hoist is offered in three ca- 
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pacities, each of which can be fur- 
nished with any desired height of lift. 
Hoisting mechanism can be quickly 
separated from the trolley and used 
as a regular hook hoist by assembling 
with differential top yoke—The Har- 
rington Company, Philadelphia, Penn- 
sylvania. MILL SUPPLIES, Septem- 
ber, 1934. 


RUBBER TIRED WHEELS 





@ A COMPLETE line of rubber tired 

industrial wheels has been designed 
to replace obsolete steel wheels on 
equipment already in service. The line 
is available in a wide assortment of 
sizes and types to meet practically 
every operating condition, in facto- 
ries, docks, loading platforms and 
warehouses. The new line gets its 
name, “Vulc-On,” from the fact that 
the rubber tire is permanently bonded 
to the wheel. This is accomplished by 
vulcanizing the rubber to the metal 
by the same process used in manufac- 
ture of solid truck tires. Made by this 
method, tires do not stretch or roll off 
the wheels. Standard, cage-type, anti- 
friction roller bearings are used in the 
one-piece metal wheels. Standard lu- 
brication fittings are provided for.— 
The B. F. Goodrich Company, Akron, 
Ohio. MILL SUPPLIES, September, 
1934. 


POLISHING GRAIN 


@ A NEW polishing grain, CBT lion- 

ite, is said to have great surface 
tension and to have remarkably fast 
cutting characteristics. Other fea- 


tures are accurate sizing, high capil- 
larity and low initial cost. Compara- 
tive tests, recently conducted by the 
manufacturer, demonstrate this prod- 
uct to be capable of removing unusual 
amounts of metal per hour.—General 
Abrasive Company, Incorporated, Ni- 
agara Falls, New York. MILL SUP- 
PLIES, September, 1934. 


SMALL ELECTRIC BRAKES 





@ A NEW line of small A.C. and 
D.C. solenoid-operated brakes has 
been announced. Three new brake 
sizes are included with torque ratings 
ranging from 38 pound feet to 75 
pound feet. The brake wheel is rela- 
tively large, allowing low total brake 
shoe pressures, which, distributed over 
the large brake lining area, results in 
low unit pressure on the lining and 
therefore long, even wear of the fric- 
tion surface. The low shoe pressure 
also results in low stresses on all 
pins and pivot points, assuring longer 
wear for these parts, and allows the 
use of a small operating solenoid 
which requires less current, thereby 
effecting a slight saving in operating 
costs of the brake. These new brakes 
are intended for applications on ma- 
chine tools, conveyors, small hoists, 
dumb waiters, overhead door hoisting 
equipment, small elevators, printing 
presses, laundry equipment, and simi- 
lar small machines where quick, sure 
stops are required.—Cutler-Hammer, 
Incorporated, Milwaukee, Wisconsin. 
MILL SUPPLIES, September, 1934. 


HIGH SPEED GRINDER 


@ A STURDY grinder, designed for 
removing excess stock and for fin- 
ishing operations -in all industrial 
plants, rubber and tire factories, auto- 
mobile body plants, foundries, pattern 
shops and die shops, is obtainable in 
two sizes, both of which have a speed 
of 17,000 revolutions per minute. 
They can be furnished either with or 
without back handle. Equipped with 
universal motor.—United States Elec- 
trical Tool Company, Cincinnati, Ohio. 
MILL SUPPLIES, September, 1934. 
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THE MORSE LINE 


HIGH SPEED and CARBON 


Counterbores 


Taps and Dies 











There is a difference! 


The odds are all in favor of the dealer 
who sells genuine Morse Tools. From the 
master mechanic up to the executive who 
does the purchasing the preference is for 
these well known tools with their well 
known ability to cut production costs. 

Selling against Morse Tools means swim- 
ming against the tide, fighting an uphill 
battle all the way. The way to make small 
tools a profitable part of your business is 
to have Morse reputation, Morse quality 


and Morse advertising all on your side. 


MI S E& 
TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD - - - MASS., U. S. A. 


NEW YORK STORE CHICAGO STORE 
92 Lafayette Street 570 West Randolph St. 


MILL SUPPLIES 
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PIPE REAMER 


@ THE handle and knob of this new 

swivel pipe reamer are made of 
malleable iron. Reamer head is of 
alloy steel, heat treated and can be 
resharpened over and over again. 
When finally worn out, the reamer 
head can be replaced at moderate 
cost. Manufacturer claims the tool 
will stand almost unlimited abuse 
without injury. Reams ‘%-inch to 
2-inch pipe-——The Borden Company, 
Warren, Ohio. MILL SUPPLIES, 
September, 1934. 


ELECTRIC HOIST 
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@ A NEW rigid-arm outrig control 

electric hoist has many interesting 
features for the type of work it was 
designed to serve. Many locations in 
plating plants, cleaning rooms, over 
tanks, vats, benches and bulky loads 
require that control of the hoist be 
placed in the clear for rapid, con- 
venient operation. The location of 
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the rigid arm control of this hoist 
can be suited to the individual re- 
quirements so that hoist, lower, and 
traverse along the beam are all accom- 
plished at one and the same handle. 
Further, this control is obtained from 
the use of the simple, standard drum 
controller and avoids the employment 
of complicated control equipment.— 
Robbins and Myers, Incorporated, 
Springfield, Ohio. MILL SUPPLIES, 
September, 1934. 


HAMMER 





@ FEATURING a handle of selected 

white hickory, carefully shaped to 
fit the hand and finished with Zapon- 
Grip, this new hammer is packed in 
a special package which can be used 
as a counter display. Hammer is 
drop-forged of special heat-treated 
steel, with milled claws and beveled 
poll.—Evansville Tool Works, Incor- 
porated. Evansville, Indiana. MILL 


SUPPLIES, September, 1934. 


UNIT HEATER 





@ SPECIAL attention has been paid 
to the factor of quietness in a new 
line of unit heaters. Streamline tubes, 


patented fins and sturdy cabinets 
combined with resilient motor mount- 
ings are said to eliminate resonance 
and isolate’ vibration. Streamline 
tubes provide large steam ways. 
Header tanks have integral baffles 
to assure even steam distribution 
throughout the element. Specially de- 
signed, full-floating mountings main- 
tain the alignment of the heating ele- 
ment within the cabinet, eliminate 
expansion stresses between element 
and cabinet and protect the element 
from piping strains. Cabinets are 
electrically welded into one piece with 
integral reinforcing members.—Fed- 
ders Manufacturing Company, Incor- 
porated, Buffalo, New York. MILL 
SUPPLIES, September, 1934. 


SAFETY SWITCHES 





@ A NEW line of explosion proof 

safety switches for use in hazard- 
ous locations has been announced. 
This new line includes both single 
throw, and double throw types, in 
standard sizes up to 200-amperes ca- 
pacity. The switch is a heavy, indus- 
trial duty Type A construction, with 
outside operating handle, mounted in 
a heavy weather-proof, semi-steel cast 
enclosure, complying in every respect 
with requirements of the National 
Electrical Code. A_ precision ma- 
chined flange of required width, be- 
tween the case and cover, assures 
proper cooling of any flame which 
might occur from an explosion within 
the case, so that outside gases will 
not ignite. Corrosion resisting bolts 
hold the cover firmly in place. Two 
pipe threaded conduit holes are pro- 
vided in the bottom of the case and 
pads at the side and top of the 
case allow for drilling other holes if 
needed. Finish is black Japan.—Cut- 
ler-Hammer, Incorporated, Milwaukee, 
Wisconsin. MILL SUPPLIES, Sep- 
tember, 1934. 
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Something NEW to Sell 


Dumore’s Powerful No. 9 


Hand Grinder with a 
Unique Air Filter 


equipped with the latest 
in air filtration. 
constant duty and is especially suited for die and mold makers. 
This tool has great sales possibilities. So use it as an entering 
wedge on all of your customers. It will mean additional sales of 
other Dumore Grinders. Write today for details. 





This Grinder is 







It is built for 


THE DUMORE COMPANY, 101 Sixteenth Street, Racine, Wisconsin 
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More QUINCY 
BEING SOLD 


Model WWD — Water 








pressure 
Any type control. 


MODEL WWC — Water Cooled 
Duplex, with pressure lubrica- 
tion. Completely automatic in- 
cluding all controls. 


COMPRESSORS 


More industrial jobbers are sell- 
ing more Quincy Compressors— 
because they combine such ad- 
vanced design features as Timken 
Bearings, Pressure Lubrication, 
Automotive-type Light Weight 
Pistons, Lynite Connecting Rods, 
and other features which make 
them stay on the job and deliver 
maximum air power at minimum 
operating cost. 


The Quincy Distributor Policy is a 
profit making setup which should in- 
terest every Jobber . . . Write for 
Details. 


QUINCY COMPRESSOR CO. 
303 MAINE STREET, QUINCY, ILLINOIS 
205 W. Wacker Drive, 
30 Church Street 


Chicago 
New York 


UINCY 





Compressors 
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GATE VALVE 





@ A NEW heavy standard bronze 

gate valve is designed for 150- 
pound working steam pressure and 
250-pound working water, oil or gas 
pressure. One of the outstanding fea- 
tures of these new valves is the large 
bonnet hex which is placed close to 
the body to make the entire valve 
more rigid and also to assist easier 
removal of the bonnet and stem as- 
sembly when the valve is installed 
with close clearances. Another im- 
portant feature is the design of the 
stem which is made of specially tough 
bronze, has an unusually large num- 
ber of heavy contact threads, and has 


a flexible connection between the stem 
head and the disc, making stripping 
of threads almost impossible and pro- 
longing the life of the valve-—Ken- 
nedy Valve Manufacturing Company, 
Elmira, New York. MILL SUPPLIES, 
September, 1984. 


MAGNET VIBRATOR 





@ THESE heavy duty, continuous 

service electric pulsating magnet 
vibrators have found ready acceptance 
in materials handling and the con- 
crete construction industry. Both 
large and small models are adapted 
to the following applications: 1. To 
flow material in hoppers, to keep it 
from sticking; 2. To convey material 
in chutes and conveyors; 3. To pack 
material in containers to increase 
their weight and bulk content; 4. To 
vibrate screens; 5. To settle and con- 
dense concrete while it is being 
poured. The vibrator consists of a 
coil wound electro-magnet with the 
air gap between the core and arma- 
ture held open by springs. By chang- 
ing alternating current to pulsating 
current the air gap between the mag- 
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Medart means Everything in Power 
Transmission Equipment—from the 
smallest unit up to jobs like the one 
illustrated at the right... This is one of 
a number of four-high cold-strip mills in 
which the Medart Roller-Bearing Pillow- 
Block Pedestals, with Timken Bearings, 
are the largest ever installed—the shaft 
being approximately 12 in. diameter. 





More Sales. ..... 


Because Medart means Everything in 
Power Transmission and Special Equip- 
ment, .Medart means Immediate Serv- 
ice. And—immediate service means 
More Sales. 


Because the Medart Line is complete, it 

also provides a wider field in which to 
oe make more profitable sales at lower 
Pillow Looky sales cost. You buy directly from one 
source ... You cut sales expense 
through repeat business from satisfied 
customers. 






Distributor Policy . . . 


Medart offers a sound, money-making 
Distributor Policy, flexible enough to 
meet any territorial requirement .. . 
Medart Sales Engineers help Medart 
Distributors make sales . . . . Some de- 





Also, Medart-Timken Flange Bearings . . 


: : sirable territories still open . . . Get 
Medart-Timken Unit Mountings . .. Medart . 
V-Rope Drives (licensed under Patent 1,662,511) Catalog 43, and details of Medart 
... V-Belts i ll sizes... Cast I Sh _ ae ° . ° ° 
canis Wetanes: Hath eis tank Goan Maen, Distributor Profit and Protection Policy. 


THE MEDART COMPANY, General Offices and Works: 3512 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, 
’ até Pittsburgh, New Orleans, San Francisco, Denver, Charlotte, Birmingham, Milwaukee. 





EVERYTHING IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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net and the armature is closed and 
opened every cycle of the current and 
the heavy mass of the armature mov- 
ing at such a high speed causes a 
positive flow of powerful vibrations 
that can be applied to the work de- 
sired. Stainless steel is used for 
mounting studs on which threads are 
chased. It is claimed by the manufac- 
turer that vibrating a container while 
it is being filled will increase the 
weight content from 10% to 30% 
depending on the material. This re- 
sults in a direct saving in the cost of 
containers and in additional saving in 
time.—Syntron Company, Pittsburgh, 
Pennsylvania. MILL SUPPLIES, Sep- 
tember, 1934. 


YOU'LL SELL HOISTS! 
IF YOU HANDLE 
THE COFFING LINE 


Buyers just can't get away 
from these eight significant 
features of 


COFFING HOISTS 


“The Universal Tools”’ 


Sound Design 
Simple Construction 
Exclusive Free-Chain Mechanism 
Unbelievable Lightness 
Remarkable Power 
Extreme Versatility 














THREADING MACHINE 














Economical Operation 
LOW FIRST COST 
No, 2 No. 3 No. 4 





When you, yourself, get a true 
picture of just what The Coffing Line 

leet: ° ’ ° 
Hhoistes Capacities: ese is, you'll understand why our distribu- 
—— tors are having such remarkable suc- 











te 85 1 
cess in selling it. Why not get all 
Beane ss daa cna sacl the facts now? Write us. 
ta ton; Weight: 25 No. 1 





tones Welght, 68 _* 313 E. Van Buren St. Danville, Ill. 


ruawtiiesr! ~— CQFFING HOIST COMPANY | 




















@ A NEW combination pipe and bolt 


| threading machine is of the lathe 
of | type in which the work is revolved. 
' : | It is designed to thread, ream, and 


cut off pipe and thread bolts and rods. 
The features pointed out by the man- 
ufacturer include light weight, quick 
set-up changes, economical operation, 
and moderate price. The machine is 
made in the motor driven type only, 
employing a one-horsepower motor 
and control of the industr‘al type. 
| The motor is mounted in an enclosed 
compartment in the bed and is con- 
nected to the geared headstock by 
means of a silent chain drive. The 
die heads are of an entirely new de- 
sign combining light weight and max- 
imum rigidity and strength. The 
heads are of the quick-opening type 
and have a universal adjustment for 
size.—Landis Machine Company, 
Waynesboro, Pennsylvania. MILL 
SUPPLIES, September, 1934. 





IMPROVED LUBRICATOR 


@ RECENTLY announced, these new 
i“ automatic force-feed lubricators in- 
4 sf e a corporate a number of important im- 

ed hield High Speed Drills | provements. Cadmium plated steel 
replaces brass for greater tensile 
strength and to reduce breakage loss. 


THE STANDARD JOOL ([0. P22 


| of feed. A new, larger filler tube 
CHICAGO CLEVELAND NEW YORK | permits easier, faster filling. A new 


top stamping, drawn and threaded, 
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: ADDITIONS!... 
complete the line of Jenkins Bronze Gates 
New Traveling Spindle Valves to build your Jenkins business 

: N° when you get an order for Bronze 


Gate Valves with a Traveling Spindle 
you can supply “Jenkins”. New additions 
to the Jenkins line include this type, with 
both screwed and flanged ends, for various 
working pressures. Fig. Nos. +7 and 48 
are for 125 lbs. steam or 200 Ibs. Oil, 
Water, Gas. Fig. Nos. 49 and 50 handle 
150 lbs. steam or 225 lbs. Oil, Water, Gas. 


These new Gates fully conform to Jenkins 
standards and have some fine features as 
selling points. Among them are: All bon- 
net threads are in contact with the spindle 
at all times whether open, closed or inter- 
mediate. An extra large stuffing box holds 
more packing and makes a tight joint with 
least friction on the spindle. A double-faced 
solid wedge and precision machined seat- 
ing surfaces assure tight closure. Guides 
cast in body keep wedge in line. When full 
open wedge is entirely out of the line of 
flow. Write for details and prices without delay. 





JENKINS BROS., 80 White Street, New York, N.Y.; 510 Main St., 
Bridgeport, Conn.; §24 Atlantic Avenue, Boston, Mass.; 133 North 
Seventh Street, Philadelphia, Pa.; 822 Washington Blvd., Chicago, 
Il.; JENKINS BROS,, Limited, Montreal, Canada; London, England. 





You Can Meet Practically Any Need from 
the Complete Jenkins Bronze Gate Line 








Fig. 370 Fig. 281 Fig. 282 
Standard Pattern Extra Heavy Pattern, I xtra Heavy Pattern, 
Screwed Flanged Screwed 











Fig. 4Y, 
150 1b. Bronze Gate 
with Traveling Spindle 





Jenkins Valves 


BRONZE—IRON—STEEL SINCE 1864 
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TAY LOR- 


MADE 
Chain and Fittings 


“Best by Test 
Since 1873” 


Their Recognized Depend- 
ability Simplifies Your Sales 
° 





It pays nowadays to put your efforts 
behind products that are known for bet- 
ter performance. 

TAYLOR-MADE Chain and Fittings have 
for many years given industry exactly 
the kind of service your customers de- 
mand today. 

Investigate this long established line— 
and our complete merchandising set-up 
which is registering favorably with dis- 
tributors everywhere. 


S.G.TAYLOR CHAIN CO. 


BOX 1297-X 
HAMMOND, IND. 
“BEST BY TEST SINCE 1873” 
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eliminates the hex nut formerly re- 
quired. A new cap, redesigned to in- 
clude a patented washer retainer, 
eliminates the cap retaining wire pre- 


























viously used, and a new valve control 
inside the filler tube, discourages tam- 
pering with the initial adjustment. 
These lubricators are of air-tight 
construction, are completely self-con- 
tained, and feed oil under pressure 
generated within the lubricator as 
dictated by the bearing’s actual needs. 
Oil temperature variances, by caus- 
ing expansion or contraction of the 
fractional cubic inch of air impris- 
oned near the base of the filler tube, 
regulate the rate of oil flow.—Victor 
Lubricator Company, Chicago, Illinois. 
MILL SUPPLIES, September, 1934. 


FLOODLIGHT SYSTEM 





@ THIS fully profitable floodlighting 

system can easily be carried by 
one man. The new 1250-watt gener- 
ator which is part of the system 
weighs only 89 pounds complete with 
its built-in, air-cooled gasoline engine. 
It is sturdy, fully automatic, requires 
no adjustment and is weather-proof 
and dustproof. This system is said 
to speed emergency outdoor night re- 
pairs and to enable construction jobs 
to continue after dark. The genera- 
tor is fully automatic and has a high 


tension magneto that generates a hot 
spark and insures easy starting.— 
Homelite Corporation, Port Chester, 
New York. MILL SUPPLIES, Sep- 
tember, 1934. 


PRODUCTION SPRAY GUN 

















@ THIS new H.D.B. No. 5 Gun is 
said to be unique in body design. 
Perfectly balanced, having all moving 
parts constructed in one line to elimi- 
nate off-side pulls, it will operate con- 
sistently over a much longer period 
than is customary without replace- 
ment of any of the parts. Perhaps 
the most outstanding single feature 
is the new type nozzle head, devel- 
oped after months of experimentation 
in cooperation with some of the larg- 
est spray equipment users. It oper- 
ates on an entirely new principle, pro- 
ducing a very highly atomized break- 
up of material, yet with actual for- 
ward speed of the spray reduced to 
such an extent that a very noticeable 
portion of the usual spray mist is 
eliminated. This for the reason that 
the material does not hit the surface 
at the usual high speeds. Another ad- 
vantage claimed for the slower speed 
spray is that material which has al- 
ready been applied and which is still 
wet is not rippled as formerly.—H.D.B. 
Corporation, Chicago, Illinois. MILL 
SUPPLIES, September, 1934. 


CUTTING BLOWPIPE 


@ A NEW oxy-acetylene cutting 
blowpipe, known as the Oxweld 
Type C-24, has been designed essen- 
tially to serve as a general-duty cut- 
ting blowpipe but is said to be capable 
of doing heavier work if necessary. 
Some of its outstanding features are: 
an entirely new design of cutting oxy- 
gen valve; a long external cutting 
valve lever, which makes the valve 
easy to operate with the hand in the 
normal gripping position; nozzles with 
seat protectors; closer spacing of the 
heating orifices about the cutting oxy- 
gen opening; new nozzle sizes; inter- 
changeable large-capacity ball-type 
inlet needle valves; and interchange- 
able low-pressure injector or medium- 
pressure mixer.—The Linde Air Prod- 
ucts Company, New York, New York. 
MILL SUPPLIES, September, 1934. 
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he New 


I" 
Issue of Mill Supplies 


and what it will mean to You 





The 13th issue of MILL SUPPLIES, coming out in December as a 
Buying Directory in improved form, puts extra business in the distrib- 
utor’s hands. With it he will be equipped to give better service. And 
better service these days means more sales. 


An item not actually in the distributor’s stock is nevertheless easily pro- 
cured, because the new MILL SUPPLIES Directory quickly tells him 
where to get it. Speaking from the standpoint of service, every item 
listed in the Directory is practically on the distributor’s shelves. 


ITS SIGNIFICANCE FOR MANUFACTURERS 


Your own story of your product will be before the prospect’s eye at the exact 
time he is searching the Directory’s classified listings for a source of supply. 


The plan of the new MILL SUPPLIES Directory permits you to advertise 
your products adjacent to their various listings. You will be able to break 
your advertising into units of inserts, pages, two-thirds, thirds, sixths and 
twelfths. As a result, your display coverage will be extremely flexible. 


Every mill supply house in the country and every distributor’s salesman- 
subscriber will have a copy of this new Directory. Make certain your prod- 
ucts figure prominently in this indispensable handbook of theirs! 


The closing date is not far off, and advertising positions will be assigned in the 
order in which reservations are received. 





Write us now and ask to see a specimen dummy and advertising rates for the 
13th (Directory) issue of MILL SUPPLIES magazine. 






MILL SUPPLIES _ 


520 North Michigan Avenue Chicago 
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MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed and other 


facts of interest 
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COFFING ADDS THREE 
SALESMEN 

@® HERBERT WOOLLEY, re- 

cently appointed sales mana- 
ger of the Coffing Hoist Com- 
pany, Danville, Illinois, has 
announced the addition of D. C. 
Haskins, J. A. Brewer and Har- 
old Harris to the sales force of 
that company. Mr. Woolley has 
been with the company for four 
years. His headquarters will be 
in Danville. 


REPUBLIC COMPILES SALES 
MANUAL 
e THE REPUBLIC RUBBER 

COMPANY, Youngstown, 
Ohio, has prepared for its dis- 
tributors and their salesmen, a 
sales manual of unusual interest 
and completeness. 

Not only are all products il- 
lustrated and described in this 
loose-leaf book of over 200 pages, 
but applications are pointed out 
and all necessary specifications 
given. The loose-leaf binding 


makes it possible for new sheets 
to be inserted, necessary since 
resale prices are given on all 
products. 








A distributor’s salesman, by 
using this manual consistently, 
could quite simply acquire a 
complete working knowledge of 
the Republic line of mechanical 
rubber goods. In addition, with 
it, he should be called on to face 
few situations the answers to 
which cannot be found within 
its pages. 


BURHANS AND BLACK 
SALESMEN VISIT 
HEWITT PLANT 

@ SALESMEN of Burhans and 

Black, Incorporated, Syracuse, 
New York, recently paid a two- 
day visit to the plant of the Hew- 
itt Rubber Corporation, in Buf- 
falo, manufacturer of mechan- 
ical rubber goods. 

E. C. Kruger, manager of the 
mill supply department, com- 
menting on the trip, said: “Two 
days were spent at the Hewitt 
rubber plant which were very 
pleasant and instructive—when 
these men now contact their pros- 
pective customers they will be 
perfectly familiar with the appli- 
cation of Hewitt rubber goods 
and thereby give their customers 
the best possible service.” 





Burhans and Black 
salesmen pictured at 
the Hewitt plant. Front 
row, left to right; Don 
Holtsberry, Hewitt 
Rubber Corporation, W. 
E. Francoeur, Fred 
Colebeck. Rear: L. L. 
Joh, Carl Lewis and 
E. C. Krueger, manager 
of the mill supply de- 
partment. 











JOHNSON BRONZE OPENS 
ATLANTA WAREHOUSE 
e P. J. FLAHERTY, president, 
Johnson Bronze Company, has 
announced the opening of a new 





P. J. FLAHERTY 


warehouse at 544 Spring Street, 
Atlanta, Georgia. This ware- 
house is to service all southern 
distributors of Johnson Univer- 
sal bar bronze and general pur- 
pose bushings. 

“The acceptance by the trade 
of our product and policy of mer- 
chandising it exclusively through 
industrial distributors,” says 
Mr. Flaherty, “has been unusual. 
We are more than pleased with 
the results achieved.” 


FORSBERG APPOINTS NEW 
SALES MANAGER 


e THE FORSBERG MANU- 

FACTURING COMPANY, 
Bridgeport, Connecticut, manu- 
facturer of hacksaw blades and 
screw drivers, has appointed 
David Utiger sales manager. 
Mr. Utiger has had many years 
of experience in the mill supply 
and hardware fields. 


BUHL DISTRIBUTES TONCAN 


@ A recent addition to the or- 

ganization of Toncan Iron 
distributors is the Buhl Sons 
Company, Detroit, Michigan, ac- 
cording to an announcement by 
N. J. Clarke, vice-president in 
charge of sales, Republic Steel 
Corporation, Youngstown, Ohio. 
A complete warehouse stock will 
be maintained. 
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ACHIEVEMENT 
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Thermoid products are engineered 
with the same SPIRIT OF ACHIEVEMENT that has 
perfected the photographic microscope. 


The microscope is marvelously designed. Each lens must be ground with micro- 
scopic exactness. Each adjustment must be accurate to a fraction of a hair’s 
breadth. But in this minute attention to detail no greater pains have been taken 
than in the construction of Thermoid products. 


Thermoid beltings, hose and packings are engineering achievements—each one 
scientifically designed for its individual use. These Thermoid products are sub- 
jected to strictest tests under actual working conditions. Only with this background 
of caution—scientific engineering and painstaking field-testing—is a product 
considered worthy to bear the Thermoid trade-mark. Look for this guarantee 
ofquality. And buy by this quality mark! 


And remember these two facts: The 

Thermoid line carries a worth while 

margin of profit and is backed by a 
liberal jobber policy 


. . BELTING 
THERMOID RUBBER CO. 
Factories and Main Offices: TRENTON, N. J. . HOSE AND PACKINGS 
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| UNITED STATES RUBBER 
APPOINTS HARDEN 


Now Comes the ° 222 United States Rubber 


Bic Season | appointment of Ralph C. Harden 


as manager of packing sales in 
for 


| the mechanical goods division. 
| He will be located at the com- 

SETTE 
FAUCETS 


pany’s main offices at 1790 
| Broadway, New York City. 

Mr. Harden brings to his new 
position a wealth of sales experi- 
|ence gained in the industrial 

field over a period of many years. 





| several important positions with 

| the Johns-Manville Sales Corpo- 

| ration, the latest of which was 

western regional vice-president 
| in charge of sales, with headquar- 
ters in Chicago. 


EARLE APPOINTED BY 
ALUMINUM INDUSTRIES 











Sette Faucets provide steady busi- | 
ness for distributors who sell them. 
BUT now we're getting into the 

season when they really move 


in volume. 


@ APPOINTMENT of Ernest | 


A. Earle as sales representa- 
tive in Pennsylvania, New York 


and the New England States, for 


If you're carrying Sette Faucets, talk 
about them wherever you find custom- 
ers or prospects with steel drums or 
barrels for handling oil, gasoline, kero- 
sene, alcohol, anti-freeze solution, lac- | 
quers and other liquids. 


Many an extra sale will be made, | 
too, if you'll step into places where | 
liquids are handled, but where you do 
not call regularly. 


If you're not carrying Sette Faucets, 
investigate this line right away while | 
your sales opportunities are greatest. | 
You'll like our policy. 


6 Good Reasons Why Sette | 
Faucets are Fast Sellers 


|. Metal to metal seat. Cannot deteri- 
orate. No packing to dry out. 


E. A. EARLE 
| the industrial division of Alumi- 


2. Automatically self-closing. Cannot 


be accidentally left open. 
num Industries, Incorporated, 
of Cincinnati, manufacturer of 
Permite Products, has been an- 
nounced by H. J. Beck, assistant 
treasurer, in charge of equip- 
ment sales. Earle’s headquar- 


3. Push lever control. Designed so that 
operating the faucet will not tip or 
tilt the barrel. 


4. Easily locked in 
closed position. 


5. Not affected by heat or cold. 
6. %” 


either open or 


iron pipe thread with large hex. 


nue, Kenmore, Buffalo, New 
York. His territory will include 
all the section east of Pittsburgh 
and north of Baltimore, taking in 
all the metropolitan cities in that 
area. 

Coming direct to Aluminum 
Industries from Arrowhead Steel 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Recine Avenue 


aoe A G'S 





Company has announced the | 


| During the last 15 years he held | 





ters will be at 344 Stillwell Ave- | 

















Show your Trade 
how BRISTO Sockets 


prevent jammed screws 


SIDEWALL PRESSURE—the cause of round- 
ing-out, splitting and jamming—is elimi- 
nated by the unique socket used in all 
BRISTO Cap and Set Screws. The reason 
is clearly shown by these three little 


SEE HOW the gear-like action of the BRISTO 
Wrench in the fluted Bristo socket at left 
guides the pressure AROUND in the direc- 
tion the screw turns. Then compare this 
action with the application of the force 
against the sides of the socket wall in 
With the Bristo socket 
even “soft’’ alloy screws become practical. 





ordinary screws. 


BECAUSE of this BRISTO principle, delays 
and trouble are prevented. For the same 
reason, a Bristo can be set up tighter. 
All the force necessary for a positive hold 
can be applied, so needless resetting is 
avoided. Longer wear, neater appear- 
ance and protection against tampering are 
other worthwhile advantages. Yet, these 
Screws COST NO MORE. 


YOUR CUSTOMERS will be glad to have 
you show them how BrisTo’s make work 
easier and improve products. Full details 
will be sent on request. 


THE BRISTOL COMPANY 
WATERBURY, CONNECTICUT 


Branch Offices: Akron, Birmingham, Boston, Chicago, 
Detroit, Los Angeles, New York, 
Pittsburgh, St. Louis, San Francisco 


Denver, 


| Philadelphia, 


TRACE Man 


 BRISTO 


atc. us PAT oO 


Hollow Safety SET SCREWS 


Socket Head cap SCREWS 
MILL SUPPLIES 














Products Company, Earle brings | 
to his new post a wide experience | 
in both the industrial and auto- | 


motive fields. 


He served for | 


eight years as chief engineer in | 


Arrowhead’s main plant at Min- 
neapolis, following which he 


spent four years as general man- | 


ager of that company’s plant in 


Buffalo and as Eastern represen- | 


tative. 
with Arrowhead, Earle was con- 
nected with the Western Electric 
Company, in Chicago, as design- 
ing engineer. His appointment 
by Aluminum Industries became 
effective August 15. 


STEPHENS-ADAMSON ELECTS 
STEPHENS 


e L. S. STEPHENS has been 
elected to succeed D. B. Pier- 
sen as president of the Stephens- 


Prior to his connection | 


Adamson Manufacturing Com- | 


pany, Aurora, Illinois, manufac- 
turer of conveying equipment. 
Mr. Piersen, one of the founders 


of the firm in 1901, was made | 
chairman of the board upon the | 


resignation of W. W. Stephens. | 
L. S. Stephens, the new presi- | 
dent, has been active in the firm | 


since 1914. 


In 1921 he was made | 


superintendent and in 1926 vice- | 
president in charge of produc- | 


tion. 


BERGQUIST MOVED BY 
CLEVELAND 


e HAROLD E. BERGQUIST, 


for the past 14 years connect- | 
ed with the sales organization of | 


The Cleveland Twist Drill Com- 
pany, with headquarters in the 
Chicago Stockroom at 9 North 


Jefferson Street, has been trans- | 


ferred to the New England ter- 
ritory, effective August 15. Mr. 
Bergquist will 
headquarters in Boston, Massa- 
chusetts. 


CULBERT NAMED BY 
WHEATLAND TUBE 


e I. T. CULBERT has been ap- 

pointed sales manager in the 
New York office of the Wheat- 
land Tube Company, Philadel- 
phia. Mr. Culbert was formerly 
connected with the Culbert Pipe 
and Fittings Company, Jersey 
City, New Jersey. 
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make his new | 


See what THIS BLADE ean dof 


Beno this new 

LENOX HIGH SPEED BLADE 

nearly double—it won’t snap! 

Twist it completely around— 

it won’t break! The ends 
won't pull out. 


® This toughness, plus its unexcelled performance and 
m uniformity, make 
B users pridefully say, 
‘“Here’s what we’ve 


Write us for prices on the new Lenox High 
Speed Blade—test it any way you want—you’ll 
find it a sure-fire, prestige builder and profit 
maker for your business. 
HACK SAW 


LENOX BLADES 


AMERICAN SAW & MFG. CO. 
SPRINGFIELD, MASS., U.S. A. 


HIGH SPEED 





ROBBINS & MYERS—a complete 


line and a complete sales 
service 





Trolleys, 
Hand 

Chain 

Hoists, 

Electric Hoists, 
Winches, Hand 

Power and 

Electric Cranes. 


ROBBINS & MYERS, Inc. 


Hoist Division 
SPRINGFIELD, OHIO 


Sold thru Mill Supply Houses everywhere 














String around your 
finger to remind 


you of 


Opportunities to Sell Roper Pumps 


You can’t forget opportunities to sell 
Roper Pumps like that loaf of bread the 
wife asked you to bring home—for such 
opportunities practically FORCE them- 
selves upon you—in ALL industries you 


contact. 


It’s easy to SELL Roper Pumps— 
prices are RIGHT—satisfied users will 
result—and YOU collect the commis- 
Write today for bulletin No. 


sion. 


R-62-MS. 


Geo. D. Roper Corp. 





Fig. 3600DMC 
A double pumping outfit that 
ean be sold to hundreds of dif- 
ferent industries — and YOU 
PROFIT. 


* 


DEPENDABLE - SINCE 1857 


Rockford, Illinois | 
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H. K.PORTER, INC. £VERE77. MASS. 








There is nearly half a century of sales making performance 


behind Porter tools. 















So successfully have they sold themselves 


that with many houses they are "de- 
mand goods" and their volume and 
profit making possibilities are not at- 
tained. Give adequate sales support 
to the Porter line: 


Bolt Clippers Compacts 
Chain Cutters Foresters 
Shear Cutters 


and you will find the market respon- 
sive, results gratifying. 


Porter Tools are sold through 
Mill Supply Houses 











FLEXIBLE STEEL LACING 
APPOINTS RACETTE 
e THE Flexible Steel Lacing 
Company, Chicago, manufac- 
turer of Alligator steel belt lac- 
ing and Flexco H D belt fasten- 
ers, has appointed Harold J. Ra- 


| cette as its representative in the 


states of Iowa, Missouri, Ne- 
braska and Kansas. 





H. J. RACETTE 


Mr. Racette has been associ- 


| ated with the company for the 


past 12 years in production work 
and is thoroughly conversant 


| with its products and sales pol- 
| icy. He will travel out of Kansas 


City. 


JOHNSON BRONZE ADDS 
DISTRIBUTORS 


e THE following distributors 
have been appointed by the 


| Johnson Bronze Company since 


May 1, 1934: Manning, Maxwell 
and Moore, Incorporated, Jersey 
City, New Jersey; Moore-Hand- 
ley Hardware Company, Bir- 
mingham, Alabama; Mississippi 
Foundry and Machine Company, 
Jackson, Mississippi; Columbus 
Iron Works, Columbus, Georgia; 
Buford Brothers, Incorporated, 
Nashville, Tennessee; Chatta- 
nooga Belting and Supply Com- 
pany, Chattanooga, Tennessee; 
James McGraw, Incorporated, 
Richmond, Virginia; George F. 
Motters’ Sons, York, Pennsyl- 
vania; Appleby Brothers and 
Whitaker, Harrisburg, Pennsy]- 


| vania; Chicago Pulley and Shaft- 


ing Company, Chicago; Barrett 
Hardware Company, Joliet, IIli- 
nois; F. Raniville Company, 


MILL SUPPLIES 

















Grand Rapids, Michigan; Lake 


| Shore Corporation, Muskegon, 


Michigan; Perry Metal Products 
Company, Brooklyn, New York; 
Farquhar Machinery Company, 


| Jacksonville, Florida; Paul Rob- 


erts Machine Company, Pocatel- 
lo, Idaho; Corbin Supply Com- 


| pany, Macon, Georgia; Baldwin- 


| Hall Company, Syracuse, New 


RELIABLE! 


York; and Binghamton Foundry 
and Machine Company, Bing- 


' hamton, New York. 


You can depend upon | 
the producers of 


AMERICAN 


WASHED AND STERILIZED 


Wiping Cloths 


-@ A LARGE 


MANUFACTURER SEEKING 
SALES DIRECTOR 


industrial maintenance paints 
is seeking a man qualified to cre- 
ate a plan for the sale and distri- 


| bution of a complete maintenance 


_paint line through mill supply 


to provide you with thoroughly | 
cleaned and _ssterilized wiping 
cloths — down to the last rag in 


every bale. 


Besides — you will find our 
service prompt, satisfactory and | 
| 

personal. 


Our prices and discounts will | 
put you in a strongly favorable | 
position to meet competition for | 
the bulk of the wiping cloth busi- 


ness in your territory. 


Write us for complete informa- 
tion about our methods and our 
attractive distributor terms. 








As charter mem- 
bers of the Sanitary 
Institute of America, we 
provide an affidavit with 
each shipment of our 
wiping cloths that they 
meet all safety and sani- 
tary requirements of city 
and state health depart- 
ments and are correct in 
weight. 





Both of our plants are operating strictly accord- 
ing to the wiping cloth code now in effect. 








AMERICAN 
SANITARY RAG CO. 


1001 West North Ave. 
CHICAGO, ILL. 





EASTERN PLANT: 
600 De Graw St. 
BROOKLYN, N. Y. 
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| @ THE Standard Tool 


| listing of all its products 


houses and other jobbers for re- 
sale to industrial plants nation- 
ally. The man must have a wide 


| mill supply following and should 


manufacturer of | 


preferably know the paint busi- | 
'ness. He must be, by background 


| and experience, capable of build- 


ing up and managing mill supply 
sales. Complete details sent to 
the Editor, MILL SUPPLIEs, will 
be forwarded. 


STANDARD TOOL ISSUES 
CATALOG 

Com- 

pany, Cleveland, Ohio, has just 


|issued a new general catalog, 


number 34, showing a complete 
twist 
drills, reamers, taps, dies, mill- 
ing cutters, drill chucks and mis- 
cellaneous small tools. Latest 
revisions in prices and changes 





due to standardization of certain 
| sizes are shown. 


DAYTON PUBLISHES V-FLAT 
CATALOG 


e A NEW 15-page catalog re- 
cently published by The Day- 
ton Rubber Manufacturing 
Company, Dayton, Ohio, gives 
complete data on standard and 
special drives manufactured. 
The v-flat drive differs from 
the regular v-belt drive in that 
the large pulley is flat instead of 


surface of the large pulley. 


grooved, the bottom surface of | 
the v-flat belts riding on the flat 


‘ 
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No. 999 Super Model 
%” to 2” Pipe Machine 


A DEMONSTRATION 
MAKES THE SALE 


Many “TOLEDO” distributors 
are cashing in on increased sales 
of “TOLEDO” No. 999 Pipe Ma- 
chines by placing a machine on 
display and demonstrating to 
prospective buyers. 


Threads 2” pipe in 15 seconds; 
cuts it off in 14 seconds. Instant 
change of No gears to 
shift. Thread length indicator. 
Rack and pinion. Operates from 
a lamp socket. . 


dies. 


Quick sales are afforded by 
this easy selling method. 


Order one for your display 


room. You will be amazed by 
the sales benefit derived. 


Trade Price 


No. 999 Super Model ........ $350.00 
No. 999 Standard Model ..... 275.00 
Plain Steel Stand............. 12.50 
Enclosed Steel Stand..... 17.50 
Enclosed Steel Stand with 

WE SiN ececwheloeseencaes 32.50 


Subject to Dealer Discounts 


THE TOLEDO PIPE THREADING 
MACHINE CO., TOLEDO, OHIO 


NEW YORK OFFICE AND DISPLAY 
72 LAFAYETTE STREET 


“TOLEDO 














THREADING SATISFACTION 














YOU 
SELL 


THEM 


~ 






MERIC 





Swiss 


files of precision 


will and heart 






M' Supply Distributors as well as Mill 
Supply Manufacturers can be of great 
assistance in this nation-wide movement in 
helping to solve many of the difficult and un- 
economical problems confronting industry. 
Because, Mill Supply Distributors can and do 
serve industry economically and the Mill Sup- 
ply Manufacturers who have a worth while 
distributor policy can and will earn the good 
cooperation of the distribu- 
tor, without which confidence is lacking and 
business suffers. 


That the American Swiss File & Tool Company have a fair and just dis- 
tributor sales policy is recognized by all Mill Supply Distributors and is 
evidenced by the fact that they have been serving industry through their 
distributors for more than 30 years. 


AMERICAN SWISS FILE & TOOL CO. 


400-416 TRUMBULL STREET 


ELIZABETH, N. J. 


Send for our complete catalogue and detailed information 


Also Manufacturers of MECHANICS’ HAND TOOLS AND KNURLS 











=S=ALWAYS= 














Sold Through Distributors 
Tbe POWER KING 


for the heaviest loads 


WueN you 


put a policy like ours be- 
hind products like ours, 
you have a selling combina- 
tion that is hard to beat. 


Distributors experienced 
with our widely known 
lines and our clean-cut 
sales policy know the two 
unite to bring them orders 


and profits. 


Would you like to know 
more about them? Just ask also 
us for details. 


The 


motion 





and 


The ADVANCE SAFETY CAR WRENCH 





“Power King" 
to move the heaviest loads. It 
is easier to operate, suffers less 
less slack, no lost 
and faster action. 


Tbe POWER BOY 


for average loads 


wear, has 








Rounded nose on saddle tog- 
gle gives fast action and elim- 
inates lost motion. 
light in weight, it resists wear 
successfully. 


The BADGER and the NEW 
BADGER CAR MOVERS 


All famous for Fast, Powerful, Certain Performance 


THE ADVANCE CAR MOVER CO. 


WISCONSIN 
Welland, Ontario, Canada 


APPLETON 
CANADIAN ADVANCE CAR MOVER cO., 


is built 


Though 
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BORDEN APPOINTS 
MATTHEWS 
e W. A. PHILLIS, vice-presi- 
dent and general manager of 
The Borden Company, manufac- 





RODNEY E. MATTHEWS 


turer of Beaver pipe tools, has 
announced the appointment of 
Rodney E. Matthews as district 
manager in the southern terri- 
tory. 

Mr. Matthews has been con- 
nected with a well-known supply 
house in New Orleans and is 
widely acquainted throughout 
the territory. 


AMERICAN SWISS ISSUES 
BOOKLET 

@e THE American Swiss File 

and Tool Company, Elizabeth, 
New Jersey, has issued a booklet 
on American Swiss Files of Pre- 
cision. It describes and _ illus- 
trates a complete line of standard 
cuts, shapes and sizes. 

The new package, used for the 
new knurled-handle needle files 
and the A and B machine files, is 
also featured. 


CORRECTION 


@ IN an article in the August 
issue, describing an industrial 
exhibit staged by the Brierly- 
Lombard Company, the name of 
the Keystone Lubricating Com- 
pany, one of the exhibitors, was 
mistakenly given as the Keystone 
Manufacturing Company. 


MILL SUPPLIES 














W. A. Harding, vice-president, Man- 
heim Manufacturing and Belting Com- 
pany and his son, W. A. Harding, Jr., 
split a life preserver while enjoying a 
week-end on the water. 





ISSUES CATALOG ON NON- 
CLOGGING PUMPS 


e AN eight-page bulletin de- 

scribing and __ illustrating 
pumps for handling solids has 
just been issued by the Economy 
Pumping Machinery Company, 
Chicago. 

These pumps have water ways 
sufficiently large to pass any solid 
which will go through the con- 
necting pipes. Capacities range 
from 50-gallons per-minute to 
10,000 gallons -per-minute at 
heads up to 120-feet. 

The bulletin contains capacity 
tables, outline dimensions and de- 
scriptive details. 


INDEPENDENT ISSUES 
CATALOG 


e THE Independent Pneumatic 

Tool Company, Chicago, has 
just issued a new catalog, de- 
scribing and illustrating its com- 
plete line of electric tools. De- 
scriptions include complete speci- 
fications, applications and prices. 
Copies may be had by requesting 
catalog number 30 from the com- 
pany. 


BOOKLET ISSUED BY 
GOODRICH 

® A FOUR-PAGE booklet on 

its newly introduced line of 
Vulc-On rubber tired wheels for 
industrial trucks has just been 
issued by The B. F. Goodrich 
Company, Akron, Ohio, and is 
now available upon request to 
the manufacturer. 

The booklet points out the 
many advantages of these 
wheels and gives data concern- 
ing comparative tests between 
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Power Transmission Equipment 


”’\’\ for the Distributor 
and 


POLICY 


Jones Timken Pillow Blocks 
V-Belt Drives 
Cut and Cast Tooth Gears 
Pulleys 
Flexible Couplings 
Speed Reducers 
Power Transmission 


A NEW BULLETIN 


A NEW DISTRIBUTOR 


W.A. JONES FOUNDRY & MACHINE COMPANY 


4401 Roosevelt Road 





Chicago, Illinois 








¢ DISTRIBUTORS 


who want items that Repeat 
on Performance are selling 


CLING- SURFACE 








follow after perform- 
ance has been demon- 
strated. 

Our 40 years of spe- 
cialization in belt man- 
agement and care en- 
ables us to give you a 
belt preservative that 
is the proven leader. 


REPEAT 
It’s not the first sale ORDERS 
to your customer that We list here a 
shows the profit — it’s few samples of 
the repeat orders that segues orders 


that have come 
in from the 
same customers 
for over 30 
years. Names 
on request. 
A Nationally 
known Cement 
Co. 

242nd order 


Copper Mining 
C 


Over 50,000 plants o. 
259th order 
throughout the world a: : 
se it regularly Chemical Co. 
us¢ “ 1 regu arly. 310th order 
Cling-Surface per- *s 
. Paper mfr. 
mits belts to run slack 460th order 
without slipping, __re- Railroad 
duces power losses, saves oil in bearings, eliminates 168th order 
shaft strain and greatly increases the life and effi- and thousands 
ciency of every belt. of others. 











Write for information regarding tt. 


CLING-SURFACE COMPANY 
1025 Niagara St. Buffalo, N. Y. 


LEE, 
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“Our salesmen 
like to sell 


DELTA 


.. the files 
that support 
our claims” 


says a leading 
distributor 


— serving our customers, we must 


sell products which back up every | 


claim we make for them and we use 
Delta Files as one of our leaders to 
convince our customers they can rely 
upon the quality of all our products 

and our service”. That’s 


supplies house. 


Delta Files do make custom- 
ers and sales for you—be- 
cause they back up your 
claims by out-cutting any file 
that is put to a test with 


they are more efficient than 
any other file made. 


Distributors value the Delta 
File Franchise—because they 
have the best file to sell. 
Furthermore, they generally 
find the story of Delta Files 


through magazine advertis- 
ing and direct mail promo- 
tion material. In addition 
Delta distributors have an- 
other advantage —a sales 
manual which tells salesmen 
how and where to sell files. 


see how easy file orders come 
when you induce your prospect 
or customer to make a test. Have 
them select two workmen of 
equal ability—give each a bar of 
metal clamped in a vise and 
after they have filed for one 
minute, one hour or a full day, 
have them weigh the filings—it 
will surprise them and YOU 
will get the order. 


If you are not a Delta distribu- 
tor write for the story of the 
Delta FRANCHISE. 





#& DELTA FILE WORKS ©) 


4837 James Street (Bridesburg), Philadelphia, Pa. 
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the attitude of a leading mill | 


them, easily demonstrating | 


has preceded their visit | 


Try the Delta system today... | 


A few territories are still open. | 


rubber tired and steel wheels. 
| Sizes and specifications as well 
as wheel numbers to be used as 
| guides when ordering are in- 
| cluded. 


1933 BRUSH SALES 

| REPORTED 

@ THE Bureau of the Census 
has announced that, accord- 

| ing to a preliminary tabulation 


in 1934, the value of industrial 
brushes made in the United 
States, at F. O. B. factory prices, 
was $3,135.68 and the value of 
| paint and varnish brushes was 
| $8,288,879. 

Comparatively speaking, these 


figures compare very favorably | 


| with those for 1931, when the 
respective totals were $4,162,016 
and $10,466,164. In most other 
industries the reported decline 
was much larger. 





| SELLING GRINDING WHEELS 
TO THE BIG USER 


(Continued from page 9) 


| — 





be given to it over a considerable 
| period of time. Reading a few 
books and catalogs and acquiring 


| 


| a certain amount of sales patter | 


| is not sufficient to get and hold 
| business. This is particularly 
true of large accounts. 
_ Joe Long, salesman for Wood- 
| bury and Company, Portland, 
| Oregon, who has done many 
| years of special work on grind- 
| ing wheels says that you must 
| be familiar with the different 
grits and grades of wheels that 
are applicable to the different 
‘classes of work. Then there is 
| the bond which holds the parti- 
cles together, which represents 
the toughness of the wheel and 
| which varies with the work. 
| In order to acquire this prac- 
| tical knowledge and to know 
| steels and the action of various 
abrasives upon them at various 
speeds, Joe Long spends a great 
deal of time in the shops of his 
| customers, actually working 
| with the equipment and watch- 
| ing the results. With him, sim- 
| ply to recommend a wheel, and 
| then leave it to the customer to 
| find out for himself if the recom- 


rs 





EASY T0 SELL 
WORT 


of data collected in the Biennial | 
Census of Manufactures taken | 


AND 


H SELLING 





There are two important reasons 
why distributors like to handle the 
U. S. Union. 

The first reason is that it has a 


very obvious advantage over any 
other union. All you have to do is 
show the unique Four Lock Seal 
to any engineer, and he can see at 
once that there is the one right way 
to make a union. It’s theoretically 
sound, and theory is backed up by 
experience. Users have proved by 
test that it does hold tighter; does 
stand more vibration; does stand 
more make-ups; does do the job 
where other unions have failed. 

The second reason is that it’s 
made by a company which be- 
lieves in playing ball with its dis- 
tributors. You'll endorse its sales 
policy. Let us tell you about it. 
There’s some good territory still 
open. 


UNITED SUPERIOR UNION CO. 


Division of Mergenthaler Linotype Company 


29 Ryerson Street, Brooklyn, N. Y. 


U-S°'UNIONS 





MILL SUPPLIES 

















mendation was exactly right, is 
not sufficient. On new work, he 
takes the wheel and applies it 
himself. If it is not exactly 
suited, “well enough” does not 
go with him. From his experi- 
ence, he is able, after watching 
a wheel’s performance, to deter- 
mine whether to go a little up 
or a little down on the scale of 
hardness, or to vary the speed 
a little one way or the other, in 
order to get it at practically 
100% operating efficiency. If 
it is a new application, he goes 
further by collecting data over 
a period of time, as to the abra- 
sive action, length of time re- 
quired to accomplish certain 
specific results and the like. 
Does this kind of sales effort 
pay? In Joe’s case it certainly 
does. The picture shown here 
was taken by MILL SUPPLIES in 
the shop of one of Joe’s custom- 
ers, the Electric Steel Foundry 
Company, said to be one of the 





A high-speed, swing frame grinder 
doing rough snagging work on man- 
ganese and stainless steel castings. 


largest consumers of grinding 
wheels west of the Mississippi. 
Here is seen a_ high-speed, 
swing-frame grinder, 24 inches 
by 3 inches. The high-speed 
wheel is doing rough snagging 
work on manganese and stain- 
less steel castings, at speeds up 
to 9,000 lineal feet per minute. 
This rapid work required a spe- 
cial wheel. Working with the 
manufacturer and the foundry 
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DEPENDABLE SERVICE 


is the rule with WINTER BROTHERS 
TAPS on the job. That is why there 
is a steady demand for these repeat- 
order threading tools. 


Endorsed by users the country over, 
distributors find WINTER BROTHERS 
TAPS & DIES a particularly desirable 
line to handle. 


Full particulars on request 


THE 
WINTER BROTHERS COMPANY 


(Dependable Taps and Dies) 


Wrentham, Mass. 


Division of the National Twist Drill & Tool Co., 
Detroit, Michigan 











Tie a Little String 
Around Your Finger 


Use the theme of this popular song of yesterday, and remember that sales- 
men whose records show them as top notchers say that it’s profitable 
business to remember the McGill line. You will find an endless number 
of possibilities where you can suggest it, use it, and increase your com- 
missions. 

Practically every sale presents an opportunity to add a few McGill Guards 
to the order; so get acquainted with the McGill line and pick up those 
additional orders that are more profitable and easy to get. 


Have you a copy of McGill Bulletin No. 51? 


PACGILL 


MANUFACTURING CO. 




















Electrical Specialties of Quality 








ESTABLISHED 1904 











VALPARAISO - INDIANA 











Box No. 669 
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2 
GENUINE BALATA 
Runs True and Smooth! 


Transmits ALL Power 
Without Loss! 


Does Not Shrink or Stretch! 


Applications—The every day run of trans- 
mission, conveying and elevating 
uses. 

Markets—Industrial plants of all types, 
brick, sand, clay and stone estab- 
lishments—in fact, every place where 
belts are used. 

An Ideal Line for Distributors—Fine Profit 
Margins! 

Write for complete information. 
Let us tell you, too, about our HEMEK 
Canvas Stitched Belting for the tough 


and heavy conveying, elevating and 
transmission jobs. 


MANHEIM MANUFACTURING 
& BELTING COMPANY 
MANHEIM, PA. 











Tbe SWAYNE - ROBINSON | 


Series 200—Bench Lathe 


Does¥27 Different Jobs 
Machines All Kinds of Metals, Woods, Ete. 


Yet you can sell it 
to your customers for 


ony? 39.50 


Complete as shown 


8” swing, 18” between centers 


or $41.50 for 24” between centers 





Every plant, every machine shop—garages, 
electric shops, model builders, home mechan- 


ies—EVERY ONE is a prospect for this mod- | 


ern lathe. It marks a new departure in lathe 
construction. It combines accuracy and rug- 
gedness at a cost that puts it within reach 
of everybody. 

Your salesmen can sell it without trouble. 
You can make fine profits with it on very 
small investment. 


Let us tell you more about it. Write us. 


SWAYNE, ROBINSON & CO. 


225 Main St. Richmond, Ind. 
Established 1842 Incorporated 1889 
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company experts, it took almost | 
a year of experimental work to | 
get just the right material, bond | 
and speed. 

In this shop there are three | 
other swing-frame grinders for | 
| low-speed work, ranging from 

12 inches by 1 inch to 24 inches 
| by 3 inches, as well as a great 
/ number of stand grinders of all 

sizes. 

To be sure, it takes a lot of 
_time, patience, grinding-wheel 
knowledge and sales sense to de- 
velop grinding wheel accounts | 
of this character. But the dis- 
tributor’s salesman who has the 
will to do it can sell the big user 
as well as the small, as Joe Long, 
of Woodbury and Company has 
proved. 





| 





RECENT CODE DEVELOP. 
MENTS 
(Continued from page 13) 





| International Harvester Com- | 
| pany, Chicago, Illinois; N. M. Fit- 
|ler, Edwin H. Fitler Company, 
| Philadelphia, Pennsylvania; F. C. 
Holmes, Plymouth Cordage Com- 
| pany, North Plymouth, Massa- 
| chusetts; C. W. Jordan, Great 
| Western Cordage, Incorporated, 
| Orange, California. | 
The industry sought to have | 
| two divisional code authorities, | 
| one representing the cordage | 
| and wrapping twine section and | 
| the other the binder twine sec- | 
tion, each composed of five mem- 
| bers with three others at large. 
The Administration ruled, how- 
_ever, that the code should be 
| placed in charge of a single code 
authority of 13 members, and 
that divisional administration 
should be carried out by code 
committees. 


RECOGNIZE CODE 

| AUTHORITY 
@ THE National Recovery Ad- | 
ministration has announced 
| its approval of the method of 





| selecting the members of the 
| divisional code authority for the 
Jack Manufacturing Industry 
| and has recognized the follow- 
| ing duly chosen members: E. J. | 
Griffiths, Duff-Norton Manufac- 
turing Company; Pittsburgh; 
M. H. Bridge, Joyce-Cridland | 
| Company, Dayton, Ohio; F. W. | 
Krickhan, Templeton, Kenley | 


| 


| ceive the Magazine. 








Plant Buyers Prefer 
One Source of Supply 


at least when it comes to pur- 
chases of Screws and Bolts 








Hil And that’s the 
advantage of Selling 


OTTEMILLER 


MILLED SCREW MACHINE PRODUCTS 


Our set and cap screws, cou- 
pling bolts and milled studs are 
complete for practically all pur- 
poses—and are so accurate, uni- 
form and economical that they 
have become standard with many 
buyers. 

For good volume and steady 
profits sell Ottemiller Products. 


Write for complete information. 


The WM. H. OTTEMILLER CO. 
YORK, PA 


- - We also manufacture Dardelet Thread Screws - - 
































To Distributor Executives: 


When you have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


| At a cost of only four cents a month, 


you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 


| pay you hundreds of times over for 


the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
A bill will be 
sent you later. 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 
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“Whatl— Those Safety 
Belt Hooks Most Gone?” 


"Sure, Bill, | told you they 
would move when you ordered 
them." 


"But we ordered a carton of 
all three sizes, Tom." 


"Yep —and we have a few 
scattered boxes left — that's 
all.” 

"Well, we'll double the order 
and tell the boys to step on 
the gas for these hooks, if 
they're that good." 





Safety Belt Hooks ARE selling 

fast. They like 'em better. The 

Steel Binder Bar is the answer. 
ASK FOR JOBBER SET-UP 


Salely, wee 


REG.U S PAT OFF Factories Bidg., Toledo, 0. 

















RESULTS not Promises 
Prove ATLAS 
Superiority 


















LR 











Your customers are not 
interested in promises but they will be 
vitally interested in the proven results 
of the greater power and dependabil- 
ity which have been built into ATLAS 
Car Movers. 


A few moments spent telling them this 
story will bring you profitable returns. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 
MILWAUKEE, WIS. 


(Formerly of Appleton, Wis.) 
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and Company, Limited, Chica- 
go; and H. M. Sloan, Buda Com- 
| pany, Harvey, Illinois. 


BEARING CODE AMENDED 


@ APPROVAL of an amend- 

ment to the approved code of 
fair competition for the Anti- 
Friction Bearing Industry was 
announced on August 1 by the 
National Recovery Administra- 
tion. 

The amendment, on which a 


terms of sale designed to pre- 


It went into effect August 10. 


SPROCKET CHAIN CODE 
AUTHORITY APPROVED 

@ THE following have been ap- 
| proved as members of the 
code authority for the Sprocket 
Chain Manufacturing Industry, 
a division of the Machinery and 





Spaulding, Link-Belt Company, 
Indianapolis, Indiana; Brinton 
Welser, Chain Belt Company, 
Milwaukee, Wisconsin; Jervis 
B. Webb, Jervis B. Webb Com- 
pany, Detroit, Michigan; C. R. 
Heller, Jeffrey Manufacturing 
Company, Columbus, Ohio; and 





able Iron Company, St. Charles, 
Illinois. 


CODE AUTHORITY NAMED 
| FOR WIRE ROPE INDUSTRY 


| @ THE National Recovery Ad- 
ministration has approved 


| the method of selection and per- | 


sonnel of the code authority for 


the Wire Rope Industry, as fol- | 


lows: George C. Moon, Ameri- 


| can Cable Company; John May, | 


| American Steel and Wire Com- 


Wire Rope Company; H. A. 
Wood, E. H. Edwards Company; 
| C. E. Bascom, Broderick and 


| 
| 


| Bascom Rope Company; Harry | 
| J. Leschen, A. Leschen and Sons | 


Rope Company ; Emerson Spear, 
| Pacific Wire Rope Company; J. 
| H. Blanchard, John A. Roeb- 
| ling’s Sons Company; M. G. En- 
| singer, Union Wire Rope Corpo- 
| ration; R. H. Cherry, Wickwire- 
| Spencer Steel Company; G. B. 


|Gemmill, Wire Rope Manufac- | 


|turing and Equipment Com- 
| pany; W. B. Sawyer, Columbia 





public hearing was conducted | 
April 5, provides for definite | 


vent destructive price cutting. | 


Allied Products Industry: C. W. | 


R. R. Fauntleroy, Moline Malle- | 


| to Bronze principle 
| is two bronze seats, 
| ball joint properly 


| pany; H. W. Bennett, Belleville 


THE MARK 
OF QUALITY 








Steadfastly for years we have ad- 

hered to the highest principles of 
quality — to make the best 
unions possible. 


The name DART on a union 
is now regarded everywhere 
as a mark of highest quality 

—a guarantee of incom- 

parable value. 


























ane 
| 
Mi 


The DART Bronze 


ground in, with high 

grade malleable iron 
pipe ends and nut which 
assures longer and better 


Ll} sor aa O) 


_E. M. DART MFG. CO. 


PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 


Canadian Factory: 


Dart Union Company, Ltd. 
Toronto, Canada 
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GENUINE 
HETTRICK 


Stitched Canvas Belting 


MALABAR 


for Conveying and Elevating 


HETMACO 


The New Transmission Belt 


Sold Through Distributors | 


on attractive terms— 
with sales assistance 


Under an established | 


resale price set-up that 
you will like! 


Your inquiry will bring you informa- 
tion that will make you want to han- 
dle these three fine lines. 





HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 

















HOUSE 


SPECIALTY 


NOW 


A STAPLE 


DURA-STIX 


FIREBRICK CEMENT 








nified reputation for 
faithful service to 
industry. It has 
proven itself an 
attractive Supply 
House account for 
many years. 
the line is acquired 


—IT STICKS. 





Extension of our activities brings an oppor- 
tunity for representation in certain localities. 


Keystone Refractories Co. 


120 Liberty Street New York 








88 


| Steel 
| Whyte, Macwhyte Company; W. 
| L. Rochester, 

age and Cable Company; C. M. 
| Ballard, Williamsport Wire 
| Rope Company; and H. Hart- 
| man, Indiana Steel and Wire 
| Company. 


| H. Hill, 


| Screw 


has achieved a dig- | Eagle 


Once | 





Company; George S. 


New York Cord- 


|CODE AUTHORITIES NAMED 


| @ ON August 6, the National 
Recovery Administration an- | 


nounced the approval of the per- 
sonnel of the code authorities 


| for four divisions of the Fabri- 
| cated Metal Products Manufac- 


turing and Metal Finishing and 
Metal Coating Industry. 

For the Machine Screw Man- 
ufacturing Industry, members 
are: R. A. Gunn, Federal Screw 
Works, 


Company, 


tion, Chicago, Illinois; and E. 


M. Whiting, Pheoll Manufactur- | 


ing Company, Chicago, Illinois. 
Members for the Wrench 
Manufacturing 


J. Eichler, Walworth Company, 
New York City; 
Armstrong, 
ers Tool Company, Chicago. 
For the Wood Screw Manu- 
facturing Industry: E. E. Bald- 
win, Corbin Screw Corporation, 
New Britain, Connecticut; S. 
Hillman, Rockford Screw Prod- 
ucts Company, Rockford, IIli- 
nois; 
Screw 


Company, ° Providence, 


Rhode Island; H. B. Plumb, | 


a 
New | screw-priv- 
ING 


Lock Company, 
York City; amd P. Sweeney, 
Continental Screw 
New Bedford, Massachusetts. 

Members for the 
Screw 
dustry are: I. L. Jennings, Lam- 


sons and Sessions Company, 
Cleveland, Ohio; F. H. Lyon, 
Progressive Manufacturing 


Company, Tarrington, Connecti- 
cut; H. O. McCully, Russell, 


Burdsall and Ward Bolt and Nut | 
New | 
National | 
| Screw and Manufacturing Com- | 


| Company, Port Chester, 
| York; C. H. Palmer, 








Detroit, Michigan; W. | 
Scovill Manufacturing | 
| Company, Waterbury, Connecti- 
| cut; A. B. Peck, American | 
Providence, | 
| Rhode Island; E. A. Thatcher, | 
| United Screw and Bolt Corpora- 








Only MARVEL 
BLADES 


. Unbreakable 
can deliver: Alley Stee 


=. 18% 

un 

High Speed Steel Patented 

Cutting Edge lectric 
Weld 


O gn! MARVEL Hack Saw Blades 

have the complete sales story— 
combine the best features of all other 
types, still have the weaknesses of 
none. Only MARVEL BLADES can 
give the cutting qualities of Genuine 
18% Tungsten High Speed Steel 
and be POSITIVELY UNBREAK- 
ABLE too. From a performance and 
selling viewpoint there can be only 
one quality line, MARVEL—for they 
cost no more than ordinary high 
speed blades. 


Write for the complete story. 


Armstrong - Blum 


Mfg. Co. 
“The Hack Saw People” 
353 N. Francisco Ave., 
CHICAGO, U. S. A. 











Industry are: | 
| William P. Jeffery, 1 
Street, New York City; Alfred | 


Wall | 


and Horace | 
Armstrong Broth- | 


GRINDING 
| POLISHING 
SANDING 
DRILLING 
LATHE-GRIND- 


A. B. Peck, American | 


NUT-SETTING 


and many other 


Company, | 


Machine | 
Nut Manufacturing In- | 


Horizontal and 
vertical types for 
all industries. 








Portable 


Flexible Shafts 


AND —- 





ING 


applications 


ed LAL 


A favorable sales policy towards 
distributors plus a quality prod- 
uct have resulted in Strand 
machines being sold by leading 
jobbers everywhere 
New Catalog No. 26 

(Including 1933 improve- 

ments) 









N. A. STRAND & CO. 


MILL SUPPLIES 
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Copper 
COILS 
for 


Every 
Use 


been making Copper 





We've 
Coils for fifty years. We make 
them in every style used—for 
high and low pressures. Special 
machinery and experienced cop- 
persmiths make Harris Coils 
the best obtainable. Many dis- 


tributors buy Harris Coils, 
Bends, Expansion Joints, Floats 
and other copper work for re- 
sale. We also fabricate brass, 
aluminum, monel, nickel and 
stainless steel. Ask for Esti- 
mates. 


ARTHUR HARRIS & CO. 


210-218 N. Curtis St., Chicago, Ill. 
COPPERSMITHS SINCE 1884 














NEW 
Catalog Sheets 


are available to help you sell 


VINCENT-HUNTINGTON 


Grinding Wheel Dressers and Cutters 


Trey are standard punched 
sheets all ready for insertion in your sales- 
men's catalogs, containing complete descrip- 
tions of all the different grinding wheel 
dressers and cutters, with numbers and di- 
mensions. Any number will be supplied you 
on request. 

Write for copies, and capitalize on the 
well known quality of this exceptional line— 
the high grade steel 
used in every cutter, the 
milling (not stamping) 
process and scientific 
heat treatment em- 
ployed. 

Be sure you have an 
adequate stock of Vin- 
ceat-Huntington Grind- 
ing Wheel Dressers and 
Cutters to serve the 
growing needs of indus- 
trials in your territory. 





Every Vincent Cut- 
ter Has 18 Teeth. 
Count Them. 














SEPTEMBER, 1934 


| pany, Cleveland, Ohio; and H. 
| F. White, Blake and Johnson 
| Company, Waterville, Connecti- 
| cut. 


| PIPE TOOL CODE APPROVED 
@ NRA approval of a supple- 
mentary code for the Pipe 
Tool Manufacturing Industry 
| Was announced on August 24. 
| The industry is a division of the 
Fabricated Metal Products Man- 
ufacturing and Metal Finishing 
_and Metal Coating Industry, | 
for which a master code was ap- | 
proved November 2, 1933. 
The code is to be administered 
by a body of five members, to be | 
elected at a meeting of the in- | 
dustry. It includes fair trade | 
| practice rules proposed by the 
| industry to control certain poli- 
cies which have prevailed in the 
past. It will go into effect on 
| September 2. 


PUMP CODE AUTHORITY 
NAMED 
| @ PERSONNEL of the code 

authority for the Contrac- 
tors Pump Manufacturing In- 
dustry, has been approved by 
the National Recovery Admin- 
istration, as follows: J. A. Ab- 
| bott, (chairman), Homelite Cor- 
| poration, Port Chester, New 
| York; B. F. Devine, Chain Belt 
Company, Milwaukee, Wiscon- 
sin; Lion Gardiner, Jaeger 
Machine Company, Columbus, 
| Ohio; S. M. Hunter, Novo En- 
| gine Company, Lansing, Michi- 
| gan; and A. S. Marlow, Marlow 
| Pumps, Ridgewood, New Jersey. 


BRUSH CODE AUTHORITY 
RECOGNIZED 
@ CODE Authority members | 
for various divisions of the 
| Brush Manufacturing Industry 
have been recognized by the Na- 
| tional Recovery Administration. 

For the Paint and Varnish 
Brush Manufacturers’ Division, 
the following were chosen: S. L. 
Balmer, Boston, Massachusetts; | 
E. D. Peck, New York City; and 
H. G. Russell, Newark, New 
Jersey. 

The following were elected for 
the Wire Brush Manufacturers’ | 
Division: R. R. Radines, Cleve- 
land, Ohio; E. F. Streich, Mil- 

| waukee, Wisconsin; and C. W. | 
| Titgemeyer, Cleveland, Ohio. 








_ PRICE on this 2”, 






Get Our LOW 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER .. 


2” —3” —4””—6”—8” SIZES 
Beat ee make money with 
America’s fastest selling line of compact, 


portable, sure priming centrifugals. Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 


























Sell A 


LOWER COSTS 


with 


DAGGETT 
BALL BEARING 
LOOSE PULLEYS 





Sales will result when you point out to 
your customers that Daggetts will not only 
give the most efficient and consistent service, 
but will cut operating costs definitely. 

They will save time in daily oiling, cost of 
lubricant and replacements and loss in power 


| from friction. 


Daggetts are simple in construction and ac- 
curately machined. They include only the 
finest materials. 

Our profit margin and engineering assist- 
ance will interest you. 


Write for complete information, 


CHICAGO PULLEY & 
SHAFTING CO. 


19 N. Desplaines St. CHICAGO, ILL. 
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jobber representation 


for this staple item in a | Dart Mfg. Co., 


few territories still open 


Today, Key Graphite Paste still 


sixteen years ago as the outstand- 


lines carrying steam, oil, acid, etc. 


The unequalled superiority of 


ment as well as acceptance in prac- 


tically every industrial plant of | 


consequence in the country. 


product requiring no missionary 
profit. It is handled by the outstand- 
ing jobber in each community. 


A few territories are open for repre- 
sentation through reputable jobbing 
houses. Write today for complete 
details. 


2700 McCasland Ave., __E. St. Louis, Ill. 
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